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Frep S. JAMES, until recently a trainmaster, 
has been appointed superintendent of the 
Omaha Division of the Illinois Central, to 
succeed A, PuHiLsrick.—Chicago Chronicle. 

Are we to understand that Frep S. found 
insurance too strenuous? 


A. V. Batcu of Weyauwega, Wis., the 
chairman of the Wisconsin legislative com- 
mittee that drafted the famous surplus dis- 
tribution law, appears much in the calcium 
light. 
committee meant a distribution period of not 


over five years. While he was signing this 


He files an affidavit showing that the | 





affidavit his fellow fire insurance agents of | 


Weyauwega and adjacent towns decided 
open rates on his business. They claim he is 
a chronic rate-cutter. If he discounts rates 
must his affidavit be discounted? 


to 


CUMPANIES DESERVE NO CREDIT. 


THOSE fire insurance companies that are 
chiefly recognized for their proclivities for 
shading rates, deserve no credit for any suc- 
cess they may szem to have achieved. It re- 
qcires no talent or ability to operate a rate- 


cutting plant whereby an unfair advantage is | 


taken of a competitor. There is no underwrit- 
ing to be found in such a_ policy. 
rather an acknowledgment that a 
company’s contract is not as valuable as one 
that secures the tariff. It is a “cheap” method 
of getting business. 

These companies feed on classes of business 
that are profitable. Other companies fear 
to use the axe where it would be effective. 
What rate-cutting companies need is a strong 
dose of their own medicine. They would soon 
take to the woods. 


LIFE AGENTS WHO ‘‘TWIST.”’ 


Many fire agents take’ the ground that the 
usiness which they have placed on the books 
their business, and that if they leave the 
ompany in which they have written it, it is 
eir right to take this business with them. 
his claim is not so generally made in the 
fe business, because men are paid a large 
rst year’s brokerage, which is generally full 
mpensation for their work; therefore, at- 
mpts at rewriting business out of their old 
fe company and into their new one is re- 
rded by most life men as an indefensible 
actice. 
rhere is, of course, something to be said 
the other side. The agent who has been 
orking on a commission basis often feels that 
has a right to approach the same parties 
d if he can offer them better goods without 
any way disparaging his former company 
t he should not be criticised for doing so. 
But what can be said in defense of a man 
10 has been a trusted employe of a com- 
ny, working on a salary, who, after leaving 


It* is | 
cut-rate | 


one company for another, immediately pro- 
ceeds to tear down the work for which he has 
been liberaly paid in order to build himseli 
up with his new company? When a man 
works on a salary, whatever work he does be- 
longs to the company which paid him. When 
he makes any attempts to undo that work, 
whether by making seductive offers to agents 
of that company to work for his new com- 
pany or in other ways, he is following a | 
course which no honest man can approve. 

This paper has always stood up for honesty, 
manliness and clean methods in life insurance, 
and will not hesitate to vigorously criticise, 
when necessary, disreputable work in any 
quarter. 





OTHER SIDE OF THE “‘ROUNDER’’ QUESTION. 


RECENTLY a prominent solicitor, who some 
years ago had experience as a general agent, 
said that he has little sympathy with the move- 
ment toward a general agents’ protective or- 
ganization, so often talked about. He thinks | 
solicitors are in need of protection against | 
general agents. 

There is considerable to justify his view. 
The “rounder” and man are, in | 
truth, only the brood the general agents have 
raised, not necessarily the general agents who | 
are now their victims, but some of the genus. | 
The “advance” man never learned the beauty | 
of getting pay before he earned it all by him- | 


“advance” 


self. It required a party to make the advance, 
and that party was the general agent. 

If advances had been given only when asked 
for and when there was good ground for giv- 
ing them, they would have done less harm; 
but they were not so given. They have been 
offered to men to induce them to leave other | 
companies; and many a man who would have 
made a good agent has been ruined by having 
money almost thrust upon him. His self- 
reliance has been weakened, he has acquired 
a style of living beyond his means and has 
been kept continually in debt. When he gets 
woiked out in one agency he goes to another 
and begins again, on an advance. When he 
finds it is easier to get advances than business 
le wakes the securing of the former his chief 
occupation. He ‘s not blameless by any means, 
but the general agent who started him in that 
course and those who have helped him pursue 
it are also responsible for his being here. 





SAYS COMPANY WILL CONTINUE. 

President H. B. Gardner, of the National 
Bond & Trust Company of Chicago, stated 
this week that the company will continue and 
be writing business after the first of the year. 
A meeting was called in Springfield, Ll., on 
Tuesday by some of the incorporators to dis- 
cuss the surrender of the charter. President 
Gardner claims a disgruntled faction called 
this meeting because free blocks of stock 
would not be issued to them. He says that 
the $100,c00 deposit has been made with the 
instiance department of Lllinois, and the com- 
pany expects to open a vigorous campaign for 
business. 








CARRIES FIRE LINES FOR NATIONAL LIFB. 

But very few people have ever heard of 
the Vermont Mutual Fire, one of the old- 
time mutual insurance companies of that 
State, which is as solid as the rocks in the 
Green Mountains. It confines its attention 
to Vermont and writes a larger share of the 
prefcrred in that State than any 
It has done well by its pol- 
icyholders and has quite a large surplus. It 
now writes almost all the fire insurance busi- 
ness for the National Life of Vermont in all 
parts of the country. It has reinsurance con- 
tracts with some of the companies whereby 
it reduces its large lines to what it desires 
to carry net. 


business 
other company. 





BANKERS MUTUAL CASUALTY IS OUT. 


Des Moines Company Reinsures in the AZtna 
Indemnity, Manager Quint Becoming the 
General Agent. 


The Bankers Mutual Casualty Company of 
Des Moines, Ia., has reinsured its bank burg 
lary business in the AZtna Indemnity Com 
pany. ‘The company began business on April 
4, 1896. It has been an active competitor in 
the bank burglary field in the West, on account 
of its lower rates, than other companies. A 
heavy fight was made upon it on account of i: 
being a mutual company, and many predicted 
its demise. It reported a total net income last 
year of $25,818 and total disbursements of $33, 
937. Its actual premium income last year was 
$19,250. The net amount paid policyholders 
was $11,579. its last statement 
was $100,419, its net surplus being $4,645. [1 
had a guaranty fund of $20,533. Its last state 
ment showed that it had about $94,2¢4 of pre 
miums on its books. The totil income during 
the year amounted to $25,818, which is the net 
amount after deducting reinsurance, state 
ments, rebate and return premiums of $£4,0, 4 

A. M. Quint, the manager of the company, 


Its assets on 


becomes the general e¢gent cf the Aétna In 
demnity Company for Iowa, Nebraska and 
South Dakota. The assets of the Bank- 
ers are made up of premium notes amount- 
ing to over $61,c00. The company has 


felt the inroads of the stock companies that 
are writing this class of business. It will 
continue to write registered mail insurance. 





HELTZELL GOES TO MOUN CAIN PIED. 

A. C. Heltzell of Chicago, special agent of 
the London & Lancashire for Illinois and Mich- 
igan, will resign as of December 31 to take 
the Rocky Mountain field for the Northern 
A. C. Gilbert of Kansas City will be trans 
ferred to a portion of Mr. Heltzell’s old field 
Mr. Heltzell has some interests in the mining 
He 
has many friends in his present territory, who 
regret to him leave. Mr. Gilbert has 
grown up in v.e London & Lancashire office 
and is a splendid field man wheiever you find 
him. 


country and desires to be nearer at hand. 


see 





WHEW!! 
The insurance companies about Wheeling 
have raised the rate of insurance in the town 
because of an alleged insufficiency of the water 
supply. The Wheeling people are responding 
to the indignity by organizing a new insurance 
company. God speed the enterprise. 

Insurance as carried on in West Virginia is 
swel'ing the heavens with its stench. They've 
got things by the umbilicus and twirling them 
about over their heads in a riot of enjoyment. 
It is getting so that insurance is a costly lux 
ury that only a select few can enjoy. In Fay 
etteville it is practically prohibitive and to take 
out a policy under the most favorable circum 
stances is almost equivalent to a fee simple 
conveyance of the property. 

There are no statistics showing that losses 
by fire are conspicuously larger than in former 
years when companies were glad to write a 
policy at half the present premium. The steady 
increase in rates. can be accounted for in no 
other way than the unappeased appetites of the 
insurance robbers. The legislature should 
take this matter in hand and enforce upon the 
insurance companies the duty of respectability 
to the public that they are supposed to be sery 
ing.—Fayetteville (W. Va.) Journal 





The third annual meeting of the stockhold 
ers of the Anchor Fire Insurance Company 
will be held at the home office of that com- 
pany at Cincinnati shortly after the first of 
the year. Seven directors will be elected to 
serve during the coming year. A proposition 
to amend the by-laws of the company will also 
be voted upon. 
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ST. LOUIS AND WORLD'S FAIR. 


GLIMPSE OF THECITY INSURANCEWISE 





Several Home Companies Which Are Strong 
Factors Plans for the Entertainment of 
Underwriters as Guests. 





(FROM A STAFF CORRESPONDENT. ) 

St. Louis, December 8.—Insurance as well as 
settling in this 
In this city, which has been con- 
tent to plod along in the Cincinnati and Balti- 
more class of staid, conservative old cities, a 
new note is sounding and the roar of the com- 
ing exposition is already drowning out the 
lesser noises and distractions. Strangers are 
pouring into the city, the hotels are crowded, 
and a visitor wonders what St. Louis will do 
with all her guests when she gets them. 


general interest is steadily 
direction. 


St. Lo is Insurancewise. 

Insurancewise, the city is fully alive to its 
responsibilities as host during fair time and 
even at this early day plans for entertain- 
ment and accommodation are being laid. St. 
Louis has some of the strongest insurance in- 
stitutions in the country, besides being one of 
the great financial centers. Here the Ameri- 
can Central and Citizens of Missouri in the 
fire line, and the Union Casualty and Ameri- 
can Credit Indemnity in the casualty business 
have their home offices and there are also lo- 
cated in St. Louis some of the greatest general 
agencies in the country. All of these will do 
something in the way of entertainment of their 
company representatives and friends. Some 
companies will pattern after the Chicago in- 
surance interests at the Chicago World’s Fair 
and others will adopt original ways of show- 
ing St. Louis’ hospitality. 


Companies to Keep Open Hause. 


Probably the most popular method will be 
to rent a building or at least a flat and keep 
open house during the fair. This has already 
been arranged for by two or three companies, 
the most notable instance being that of the 
Mutual Life of New York, which has rented 
a sumptuous private residence, completely fur- 
nished, at a rental of $600 a month. Here 
company officials and agents will be enter- 
tained and it is understood the entertainment 
of agents successful in prize contests will be 
a feature. The investment will probably prove 
a good one for the company, as hotel rates 
will be almost prohibitive. 

Special Hotels Not Being Built. 


Special hotels for the fair visitors are not 
being built to the extent they were at Chicago, 
and what hotel room there will be is already 
largely spoken for. Rents are going up month 
by month and it is impossible to rent now 
except by the month or for a term of three 
years. Any companies contemplating World’s 
Fair contests would best follow the example 
of the Mutual and provide for the enter- 
tainment in advance, 

Issues World’s Fair Souvenir. 

The Missouri State Life, the only home life 
company besides the German Mutual, has 
issued a World’s Fair souvenir policy which 
embodies a clever idea, The policy is hand- 
somely lithographed and shows views of the 
fair, principal buildings, etc. It is issued on 
the regular forms and is unique only in that 
it is gotten up in an especially artistic man- 
ner. Its value consists in helping the agent 
to get an interview and it should be effective 
in Missouri and nearby states where interest 
in the coming fair is strong. The fact that it 
is also a souvenir might be a point in its favor. 
Other St. Louis companies have not as yet 
decided on anything of an advertising nature 
and probably will not do so. 

Difficult to Fill Fair Lines. 


It is still difficult to get all the insurance 
needed on the fair buildings and exhibits, and 
it is anticipated that some of the property will 





have to remain uninsured. All the reports on 
the risks have been favorable, particularly as 
to the conflagration hazard, and _ Inspector 
Henley for the companies has been the re- 
cipient of much praise for the manner in 
which he is guarding their interests. 

Rates on Fair Buildings. 

The rates on the contents of all of the build- 
ings will be 5 per cent, with the exception of 
the following: Transportation, machinery, 
education, mines and forestry, 4 per cent. 
Art building, pavilions, brick, 2% per cent. 
Art building, main building, fireproof, 1 per 
cent. Concessions on “The Pike,” 4 per cent. 
Inside Inn, hotel, 4 per cent. 





MYERS CASE IS NOW BEING TRIED. 


Charged with Misappropriation of Funds at the 
Time the Manhattan Fire Went in 
Receiver’s Hands. 





Daniel Myers, charged with misappropria- 
tion of funds and causing the failure of the 
Manhattan Fire Insurance Company, was 
placed on trial in New York ‘city December 
2, before Recorder Goff, in the Court of Gen- 
eral Sessions. Myers is a member of the 
firm of Benton, Myers & Co., of Cleveland, 
Ohio, and was president of the Manhattan. 

He was indicted with William M. Hahn, a 
former insurance commissioner of Ohio, ex- 
chairman of the Ohio State Republican Com- 
mittee, and ex-president of the State Bank of 
Mansfield, Ohio. Hahn has resisted extradi- 
tion strongly and this case is now in the Ohio 
Circuit Court. 

The charge against Myers involves $39,500, 
which is alleged to have been taken by him 
in manipulation of checks when the Manhat- 
tan was about to go into the hands of a re- 
ceiver. 

The company became involved financially in 
the latter part of 1899. The capital stock was 
$250,000. Business was bad; the annual re- 
port to the stockholders was nearly due and 
other matters were pressing, so the stock was 
increased to $500,000, which Myers, as presi- 
dent, swore had been paid in. The prosecu- 
tion denies this. 

The prosecution further alleges much ms:- 
nipulation of the accounts of the company, the 
funds being kept in three banks—the Hanover 
National of New York, the American Ex- 
change National of Cleveland and the State 
Bank of Mansfield, O. This manipulation re- 
sulted, so it is claimed, in the discovery of but 
200 tenable assets, with liabilities amounting 
to $€00,0000, when the company went into the 
hands of a receiver, May 7, 1901, although the 
report made to the insurance department the 
first of the year showed a surplus of assets 
over liabilities of $40,000. 

The selection of a jury was completed on 
the 3d. A motion was made by Attorney 
Stanchfield, for the defense, to dismiss the in- 
dictment on the ground that the crime, if any 
had been committed, was committed when the 
check for the company’s funds, which it is 
alleged Myers used personally, reached the 
bank at Mansfield, O., and not in New York. 
Mr. Garvan, for the prosecution, replied to 
the motion by saying that the crime was con- 
summated upon the drawing of the check in 
New York and handing it over to the president 
of the Ohio bank. The judge overruled the 
motion and the trial is in progress. 





A. R. Pierson, a prominent broker of New 
York, is a heavy buyer of the stock of the 
United States Fire. This has led to the report 
that the company will change hands. 


SPECIAL AGENT 


WANTED.—Local agent in central or north- 
ern Illinois to do special agency work on a per 
diem basis with prospects of permanent posi- 
tion. Address “B,” care 

THE WESTERN UNDERWRITER CO., 


164 La Salle St., Chicago. 








IMMENSE RETURNS PROMISE: 


SCHEME OF ORDER OF THE REPUBLIC. 





Chicago Concern Sets Forth Some Wonderf: 
Possibilities Which the Insurance De- 
partment Will Investigate. 





Of the many so-called investment concerns 
which have been sprung for the purpose of 
enticing the dollars from the pockets of th 
dear public, the Independent Order of the Re 
public, with Chicago as its birthplace, can Ix 
given credit for offering more for nothing than 
any of its kind. The order has not sought 
much prominence, as it seems to have care- 
fully attempted to evade complying with th 
laws of Illinois governing fraternal insurance 
concerns, but the attention of the instiranc: 
department is now directed toward it, and un 
doubtedly an investigation will be made. 


Some Corners Not Cut Closely. 


The certificates issued by the order have been 
so worded as if to keep it from under the 
jurisdiction of the state insurance department, 
but in creeping between the laws some cor- 
ners were not cut quite closely enough and th. 
result will be that the insurance department 
will claim jurisdiction. The certificates seem 
to guarantee, among many benefits, life, acci- 
dent and sickness indemnity, and an invest 
ment which at the price charged rivals any of 
the Morgan’s schemes and seems impossible 
unless the order has sources from which to 
obtain funds unknown to ordinary financial 
institutions. 

Phases of the Investment. 


For a monthly payment of $3.40 for 156 
months the contract holders are led to expect 
$1,000 at the end of that time. If the entire 
monthly payments were accumulated at 12 
per cent compound interest for the full time 
there would be nearly enough to equal $1,000, 
but as only a portion of each payment goes to 
the reserve fund, from which fund matured 
contracts are only paid, the order must have 
some secret scheme of making money or it 
would seem it will fail to keep its guarantees. 

Promises in Case of Death. 


If a member dies before completing the pay- 
ments for 156 months all future payments 
cease and a full paid certificate is granted the 
beneficiary, and which, at the end of the full 
period, is expected to mature for its full face 
value of $1,000. As the certificates provide for 
a generous cash surrender value after two 
years no considerable gain from forfeitures can 
be expected. 

Royal Trust Company Acts as Trustee 


The Royal Trust Company of Chicago acts 
as trustee of the order so far as to receive 
upon deposit the contributions to the reserve 
fund and upon which interest is allowed at th 
rate of 2 per cent per annum. When it is 
known that it will require over 12 per cent 
compound interest to produce the results, the 
per cent interest allowed by the Royal Trus' 
Company seems but a poor start. It is said 
that great stress is placed, in obtaining app! 
cations, upon the fact that the Royal Trus' 
Company acts as trustee for the order. |! 
receives payments and disburses funds in it 
keeping, but it is unnecessary to say that 1 
trust company assumes no lability beyond t! 
amount of money deposited with it, and cai 
not be held responsible for any of the guara 
tees which the order attempts to make. 





CARELESS USE OF FIREPOTS. 

The careless use of painters’ firepots, u 
in burning paint from buildings, has been | 
subject of considerable comment on part ©! 
insurance companies. Several fires can be 
tributed to that cause. Subrogation proce 


ings are threatened in Cincinnati agains: 4 
painting contractor’s firm, which is said 
have caused a loss by this method. 


=) 
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AS SEEN FROM GHIGAGO. 


CRITICIZE OPENING OF RATES. 

The throwing open of rates in various towns 
by the governing committee of the Union is 
creating considerable bad feeling on part of 
some union members. 








There are now twentv- 
four towns in Kansas where rates are open 
and in other States there are scattering towns 
where a similar course has been taken. The 
cause for this action is given that the non- 
union companies are paying excess commis- 
sions to secure the preferred business. If this 
be the case some union members argue that 
the governing committee is interpreting the 
relief measure of the Union as giving it au- 
thority to throw open rates in a town if con- 
ditions so demand. Other members of the 
Union believe that the governing committee 
is going too far in this matter and have writ- 
ten to the committee in protest, believing that 
the action will have a bad effect throughout 
the field. The opening of preferred rates in 
Nebraska is being condemned. 

There are two elements in the governing 
committee at this time, consisting of the con- 
servatives, who do not believe in opening rates 
in a town unless conditions have gotten beyond 
control, and the extremists, who believe in 
opening rates as a matter of discipline to non- 
union companies. The conservatives are really 
in the majority, but some of their number are 
not resident in Chicago and hence the extreme 
element controls in most of the meetings. 

There has been considerable complaint from 
time to time of the great power vested in the 
governing committee during the period when 
the Union is not in session. The exhibition 
of this power at different times has invited 
some vigorous criticism on part of certain of 
the members. These members believe that the 
faction in control of the governing commit- 
tee at a certain time may not represent the 
majority of sentiment in the entire Union, but 
through the power vested in the committee 
it is able to carry out its plans. This question 
has not been agitated so much in case of the 
present committee as in the past, although the 
opening of rates has brought up the topic 
again and it is being discussed in the inside 
circles. .A number of union members are of 
the opinion that rates should not be. opened in 

++ +t 
SITUATION IN CHICAGO. 

The situation in Chicago continues to be 
very serious, but the committee of fifteen 
members of the Chicago Underwriters Asso- 
ciation, appointed by President Teall, is en- 
deavoring to evolve a plan that will be satis- 
factory and will bring about needed reforms. 

It is difficult to find common ground on 
which to stand. Whatever action is taken will 
trike some of the members in a sore spot. A 
reduction in preferred rates would seem ad- 


| visable from some standpoints, but it is a 
| question whether such a decrease, unless fol- 

lowed by a reduction in commissions, would 
| have the desired effect. It certainly would 
| play havoc in some agencies that have a good 

volume of business of this kind. The question 
| resolves itself down to the fact that if pre- 
| ferred rates 
| will 


cut in two a 
twice as 


are 
have to get 


company 


much business 


to secure the same premiums, and _ will 
have twice the liability on its books. Many 
companies argue that if the rates are cut 


in two they will not be able to double their 
business, and therefore would prefer that the 
present rates stand. The dwelling business 
is not the only preferred class in Chicago, 
as many companies have not all the down- 
town business they desire in the way of fire- 
proof buildings and the general run of build- 
ings in the downtown district, except those of 
multiple occupancy for manufacturing 
poses. 

The offices that have become notorious for 
violations will perhaps be singled out, and the 
rules enforced against them. It is not a dif- 
ficult matter at all to pick out the violators. 
Some of the agents violating these rules have 
done so becatise it means their living. They 
have inherited a business that has been se- 
cured by excess commissions, and they feel 
forced to keep it up. In many qcuarters Man- 
ager Whitlock’s plan of a company agreement 
is meeting with favor. These men argue that 
the companies can control the situation and 
the agents cannot. There are very few that 
predict a rate war in Chicago, because it would 
be too serious a matter to gain the desired 
end. However, it is known that some com- 
panies will not tolerate any longer a continu- 
ance of the bad practices. 

+e ++ 
PREMIUMS ALMOST TWO MILLION. 

It is understood that the premium receipts 
of the western department of the American 
of Newark and Security of New Haven will 
reach $1,700,000 this year. This is a splendid 
record for Manager Sheldon, who is making 
a great success with the companies in his 
Rockford department. 

+e 


pur- 


ae 
WILL EXTEND ITS SCOPE. 

The Western Classification Bureau will, on 
January 1, enlarge its scope to cover all union 
territory north of the Ohio river. Since be- 
ginning its work in September it has been ex» 
perimenting in order to get a practical plan 
for work. It has confined its operations. to 
Ohio, Illinois, Wisconsin and Michigan, cov- 
ering about eighty-six classes. Fifteen more 
classes will be added on January. 1. 

Manager Gibsone, who has been making his 
headquarters in the Providence-Washington 
office, has secured independent offices in the 
Manhattan building at Chicago. 

Owing to the experimental work the bureau 
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has been able to decide many questions before 
going into full blast. It will, therefore, 


open 
for real effective work on January 1. 





“HIS LAST LOG.”’ 

The friends of the late Morgan S. Wood 
ward, manager of the Western Adjustment 
will be delighted to know that Mrs 
Woodward has published in book form his 
diary, as penned for the benefit of his family 
during his trip abroad, after his terrible acci- 
dent. It was not intended for the public eye, 
and hence mirrors the personality of the man 
without the veneer that would have been ap 
parent had he known it 
for a wider cirele. 
confidential, with 
hearth in it. Mr. 
literary ability 
of possessing. 


Company, 


was being written 

It is just homespun, and 
the warmth of the family 
Woodward had much more 
than many gave him 
His descriptions are 


credit 
graphic 
One can taste the apples that 
he tells about in that English orchard, while 
his portrayal of a typical English country seat 
is beautiful in the 
sion. 


and refreshing. 


joyousness of his expres 
The book is produced just as it 
written, with no editing. 
ward as his friends knew him. All who de- 
sire another talk with that courageous soul 
and delightful companion can have it by pur- 
chasing “His Last Log,” costing $1.50. 
Mrs. M. 


was 
It is siniply Wood 


Orders 
S. Woodward, 
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will 


can be sent direct to 
Evanston, Ill., or, if sent to 
UNDERWRITER CoMmpaANy, they 
prompt attention. 


receive 


FIRE LOSSES FOR THE YEAR. 

the United and 
November, as compiled from the 
records of the Journal of Commerce 
total of $13,589,550, or 


The fire loss of 


Canada for 


States 


, shows a 
more than $3,000,000 
in excess of the sum charged against the 


month of last year 


same 
The following table shows 
the losses for the first eleven months of 1901, 
1902 and 1903: 





1901. 1902. 1903. 
January ..$ ; 574, 950 $ 15,032,800 $ 13,166. 250 
February. . 21,010,500 16,090,800 
Mare h 12,056,000 9,907, 650 
April 13,894,000 3 
May 14,866 000 
awn a . 
July ie 13°740'000 
August ... 8,334,000 
September. . 7,645,200 9. ‘94! 5.000 
October 14.749.900 9.593.200 10.409. R00 
November 15,469,800 10,546,650 13,589,550 


Totals ..$150,865,050 $134,644,350 $138,971,000 

The Journal of Commerce says: “It is 
practically certain now that the losses for the 
full year 1903 will exceed those of its imme- 
diate predecessor by several million dollars. 
but notwithstanding this the insurance com- 
panies will have had a good year as far as 
their underwriting operations are concerned. 
Their annual statements will, however, be ad- 
versely affected by the security values. Pos- 
sibly this will be a restraining influence, in 
the absence of which there might be a disposi- 
tion on the part of some companies to em- 
bark on a demoralizing policy.” 





Martin—Stork county reports great events, 
and another exponent of the Roosevelt idea, 
L. H. Martin of the Globe-Wernicke Company 
at Cincinnati, and one of the guiding hands 
of Rough Notes Company, is painting the Ohio 
River Valley red, white and blue. Cincinnati 
is in an uproar and bedlam rules clear to In- 
dianapolis. Colonel Martin is usually serene 
and a quiet citizen. His head now is enlarged ; 
he steps high; he boils over—all because a boy 
has just arrived at the Martin household. The 
little pilgrim has come a good distance and 
will tarry for many years within the Martin 
gates. THE WESTERN UNDERWRITER sends un- 
der separate cover a drum, pony and veloci- 
pede. Grandpa Dr. H. C. Martin is said to be 
doing as well as could be expected. 


Joseph J. Windle, formerly state agent for 
the Liverpool and London and Globe for Min- 
nesota and the Dakotas, has been appointed 
special agent of the Norwich Union for east- 
ern Pennsylvania and some adjacent territory, 
with headquarters in Philadelphia. 
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OHIO AND WEST VIRGINIA. 


STARK COUNTY LOCAL AGENTS MEET. 








W. L. Alexander of Canton Was Elected Presi- 
dent —- General Good Time Is Reported 
at the Banquet. 





The annual meeting of the Stark County 
Underwriters Association was held at the Mc- 
Kinley Hotel at Canton last week. Thirty- 
three members were in attendance and en- 
joyed a banquet, after which the time was 
devoted to discussion of several topics. The 
annual election of officers resulted as follows: 
President, W. L. Alexander, Canton; first 
vice-president, R. B. Crawford, Massillon; 
second vice-president, A. S. Armstrong, Alli- 
ance; secretary, C. B. Gerth, Canton; treas- 
urer, C. S. Cock, Canton. Executive com- 
mittee, W. L. Alexander, H. F. Dailey, Hugo 
Standke, all of Canton, and A. M. Cole, I. F. 
Heacock of Alliance; F. W. Arnold, John E. 
Johns of Massillon. 

The delegates to the state association meet- 
ing, to be held next spring, are: Messrs. 
Alexander, Johns and Heacock, representing 
Canton, Massillon and Alliance. The alter- 
nates are Messrs. Standke, Arnold and Arm- 
strong. 

The Alliance insurance men who were in at- 
tendance at the session were: A. M. Cole, 
R. M. Scranton, A. S. Armstrong, D. M. Arm- 
strong, J. E. Wilhelm, Emmer Galbreath and 
Irvin Heacock. 





WHEELING COMMITTEE GOES TO NEW YORK. 
A committee from the Wheeling local board, 
consisting of George J. Mathison, D. E. Stal- 
naker and James P. Adams, has been ap- 
pointed to attend a meeting of the National 
Board in New York in order to get a modifi- 
cation or rescinding of the “pink slip” advance 
in Wheeling. They will ask particularly that 
this “pink slip” advance be rescinded on risks 

lying outside of the congested district. 

++ ++ 

PATCHIN ENTERS LOCAL FIELD. 

E. Patchin of Chardon, formerly — special 
agent of the Concordia for Ohio, has pur- 
chased an interest in the Hopkinson, Parsons 
& Co. agency at Cleveland. The name of the 
new firm will be Hopkinson, Parsons, Patchin 
& Co. Mr. Patchin will be business manager. 

+e +t 
WAS THE POLICY IN FORCE? 

Proceedings have been commenced against 
the Hartford for enforcement of contract at 
Wooster. Plaintiff alleges that in accordance 
with a conversation with the agent, he mailed 
him an application and was duly notified of 
the issuing of a policy. Nothing further was 
done until after the fire, when the company re- 
fused to deliver policy claimed to have been 
issued or to receive the premium or to adjust 
pay the Suit has been brought to 
enforce payment. 

++ ++ 
OHIO FIRE APPOINTMENTS. 


Almon Bradford, Cedarville. 
William A. Orin. East Liverpool. 


or loss. 


Etna 
Agricultural 


American, N. J.—Haning & Matheny, Nelson- 
ville. : ; : 
British American, N. Y.—Osborne, Greer & 


Wright, Toledo. 
Concordia—Clemans & Girard, Sabina. 
German, Freeport—Clemans & Girard, Sabina. 
German, W. Va.—Stephen W. Rice, Martins 
Terry. . 
German-American, N. Y.—Chas. E. Fisher, Wa- 
pakonéta; Oscar B. Yearian, Mount Sterling. 
Germania, N. Y.—Haning & Matheny, Nelson- 
ville: C. 8. and A. B. Thomas, Jamestown; Clem- 
ans & Girard, Sabina. 


Glens Falls—Geo. C. Anderson, Sidney; Mc- 
Comb & James, Lima: Geo. L. Moore, Ohio City : 
Henry Bk. Udell, Jefferson: Meeker & Minnick, 
Greenville: Gardner & Mack, Chagrin Falls: 
Lester TP. Seymour, Ravenna. 

Greenwich—Mills & Witherup, Berea. 

Metropolitan—Neale Bros. & Schryver, Cleve 


land: Robert K. Crawford, Akron. 

Northwestern National—Dehnel & Dehnel, San- 
dusky; Wickham & Ackley, Caldwell. 

Norwich Union—S, M. Frayer, Jefferson. 








| 


Phenix, Brooklyn—C. S. James, Lima; Chas. B. 
Mack, Chagrin Falls; Wyeth & Jenkins, Columbus ; 
George E. Strock, Mansfield. 
Hartford—Clarence E. 

E. Fisher, Wapakoneta ; 
, Lisbon; Campbell & Trott, Mt. 

Palmer, Marietta; Emmett F. 


Williams, 
Kenty & 
Vernon ; 
Garrison, 
Kent. 

Queen—Chas. E. Fisher, Wapakoneta. 

Royal—Casimir Waligorski, Cleveland. 

Scottish Union & National—Shrotter, Faerber & 
Co., and Dana E. Latimer, Cleveland. 

Spring Garden—Barry, Lermann & Buerkle, 
Cleveland. 

Sun, Eng.—H. S. Walbridge & Co., Toledo. 

Western, Toronto—T. H. Kelsey, Toledo. 

++ ++ 
AFFAIRS AT TIFFIN. 

At the regular annual meeting of the Seneca 
County Branch of the Ohio Association of Lo- 
cal Fire Insurance Agents the following offi- 
cers were elected for the coming year: E. C. 
May, president; Mrs. Retta M. Noble, vice- 
president; J. M. Hershberger, secretary and 
treasurer. The executive committee was 
chosen as follows: E. C. May, B. F. Cockayne 
and E. W. Stephenson. 

The Electric Light & Power Company at 
Tiffin has separated the day, or commercial 
circuit, from the trolley cireuits, which will no 
doubt relieve the age:is of much trouble and 
annoyance, 

+t ++ 
NORTHWESTERN’S MANAGER AT CLEVELAND. 

O. E. Reddeman succeeds George C. Simp- 
son as manager of the Northwestern National 
at Cleveland, Mr. Simpson having resigned to 
become manager of the Royal at Cleveland, 
vice J. H. Johnson, resigned. Mr. Reddeman 
has been special agent of the Northwestern 
Underwriters for Ohio, Michigan and Indiana. 
It is thought that he will be succeeded in that 
field by the western special of the same or- 
ganization. 

++ ++ 
SPRINKLERED RISKS INSPECTED. 

Manager George W. Cleveland of the Cin- 
cinnati Inspection and Rating Bureau, . has 
completed the inspection of about 30 
sprinklered risks in that city. About 50 per 
cent of these risks have already been im- 
proved by the owners, although it meant al- 
most an entirely new equipment in most cases. 
The balance are expected to make the sug- 
gested improvements and some of them have 
already started to do so. 

++ a+ 
Py OHIO FIELD CLUB MEETING. 

The Ohio Field Club held its regular meet- 
ing,in its rooms at Columbus, O., December 
5. Dana E. Latimer, of the Scottish Union 
and National, and B. T. Duffey, of the Royal, 
were elected to membership. The following 
amendment to the by-laws, which had been 
proposed, was adopted: 

“Resolved, That Section II. of the By-Laws 
be amended to read as follows: ‘Regular 
meetings shall be held in Columbus, O., at 
1:30 p. m. on the first Friday of each month of 
the year. Special meetings may be called, or 
the time and place of regular meetings changed 
by the secretary, on request of the executive 
committee, or by a vote of a majority of mem- 
bers present at any regular meeting.’ ” 

The executive committee for the year was 
constituted as follows: A. G. Sanderson, R. 
T. Huggard and J. O. Dye. 

$+ a+ 
WALLING IS WELL LIKED. 

Superintendent Walling of the Toledo Bu- 
reau, is making a good record in that city, 
possessing tact and yet sufficient independ- 
ence. He is well liked by the agents and is 
satisfying the assured by careful explanation of 
the schedules. He had a hard place to fill in 
succeeding Geo. W. Cleveland, who had won 
all the agents by his fair-minded methods. Mr. 
Cleveland had the city mostly rated, so Mr. 
Walling is employed largely in rating new 
risks and inspecting for improvements, 











OHIO AND WEST VIRGINIA NOTES. 


The Metropolitan Fire of Chicago has ap- 
pointed Robert K. Crawford at Akron. 


The A&tna has re-entered Louisville, Ohio, 
after being out several years, appointing L. S. 
Vinez, agent. 


T. H. Kelsey becomes manager of the in- 
surance department of the I. H. Detwiler Com- 
pany at Toledo. 


The Northwestern National has transferred 
its Sandusky, O., agency from Herman Miller 
to Dehnel & Dehnel. 


State Agent Lent of the Pennsylvania Fire 
has appointed as agents Colwell & Downs, 
a new firm at Urbana. 


The Western of Toronto has transferred its 
Toledo, O., agency from the office of A. J. 
Meagher to that of T. H. Kelsey. 


E. F. Garrison has purchased the agency 
of R. R. Woods at Kent. The only company 
represented is the Phceenix of Hartford. 


Charles E. Strock, who recently purchased 
the agency of John H. Todd at Mansfield, has 
opened an office in the Masonic Temple at that 
place. 


O. B. Yerian has started a general insur- 
ance agency at Mt. Sterling. The Home and 
German-American are the fire companies rep- 
resented. 


H. S. Walbridge & Co. have been appointed 
sole agents of the Sun of England for Toledo. 
The company has heretofore been represented 
in the agency of Osborne, Greer & Wright. 


The firm of Wright & Smith, after being in 
the insurance business at Cedarville for two 
days, decided to quit and the A£tna, their, only 
company, has transferred to Almon Bradford. 


James W. Wilson, general agent for the 
Prudential in eastern Ohio, with headquarters 
at Youngstown, banqueted his active agents 
at the Elks Club on November 23. After the 
supper Mr. Wilson entertained with a theater 
party. 

H. S. Campbell & Co. have purchased the 
agency of C. C. Jackson at Mt. Vernon. The 
companies transferring to the new agency are 
the Home, Phcenix of Hartford, Hartford, St. 
Paul, Queen, Pennsylvania Insurance Com- 
pany of North America and Norwich Union. 


Clemans & Gerard have purchased the agency 
of J. W. & P. H. Sparks at Sabina, adding the 
Cincinnati Underwriters, Concordia, Germania, 
German of Freeport, New York Underwriters, 
Norwich Union and Teutonia of Dayton to 
their agency, in which was represented the 
Home of New York.’ 


While having a beer carousal in a barn at 
Findlay, Ohio, a gang of boys, the oldest 19 
and the youngest but 15, a proposal to burn 
the building was no sooner made than it was 
put into execution. State Fire Marshal Hol- 
lenbeck has caused the arrest of Walter 
Cronin, William Schultz, Larry Fulford and 
John Grant for the crime. The boys have 
confessed. 


The National Board of Fire Underwriters 
have offered a reward of $250 for the arrest 
and conviction of the party or parties who 
burned the building at Ironton, Ohio, owned 
and occupied by Francis Smith. This fire oc- 
curred August 28. The state fire marshal 
failed in convicting the parties accused, as 
none of the witnesses, who lived in Covington, 
Ky., reported except two. 


Fire Chief Lauer reported to the mayor and 
Board of Public Service of Columbus, O., on 
the Ist, making complaint of the condition of 
several gas mains in the city. The artificial 
gas mains in East Long and the natural gas 
mains in McKee alley are said to be breaking 
very badly and are to be feared as a possible 
cause of explosion. The attention of the com 
panies controlling these mains has been calle 
to the complaint. 


All the non-union companies in the Lupton 
agency at Martins Ferry, Ohio, have trans 
ferred to Mrs. B. M. Lupton. The unio: 
companies scattered, but it is understood tha 
the most of them went to Joseph T. Hane: 
The Lupton agency, which will be non-unio: 
will consist of the following companies: Get 
man_of West Virginia, Agricultural, Germa 
of Freeport, Eureka of Cincinnati, Wester 
Underwriters, and the National of Ohio wi 
probably transfer also, 
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UNDERWRITING IN MICHIGAN 


SOME OBJECTION TO THE ASSOCIATION. 








Field Men in Some Cases Believe the Joint 
Organization in Superfiuous in the 
State. 


The organization of the Michigan Fire Pre- 
vention Association will not take the place 
of the Michigan Field Club, which is the union 
organization, and the Michigan League, which 
is the non-union organization. The two parti- 
zan associations will continue along their 
same lines. The Michigan Fire Prevention 
Association is merely an organization whereby 
the two classes can*get together for co-opera- 
tion, inasmuch as the Michigan League de- 
clined to co-operate through a joint confer- 
ence committee. 

There is some opposition to the new organi- 
zation on part of some of the union special 
agents on that ground that the Michigan 
Ficld Club has accomplished much in the way 
of improving conditions in the State, and it 
is feared the new organization will not be 
able to secure the results of the past. These 
men hold that the important non-union special 
agents could be gotten to co-operate individu- 
ally, and there was no use, therefore, of hav- 
ing another organization. There were six 
non-union special agents present at the first 
session, and it is hoped more will join in the 
future. Some of the non-union people desired 
a resolution to be introduced expressing dis- 
favor as to separation. This resolution, however, 
was not introduced, as the union men would 
not have looked upon it with any degree of 
favor. © 





MICHIGAN FIRE APPOINTMENTS. 








Agricultural—Wm. Peters, Ishpeming. 
American, Pa.—E. L. Cole, Scottsville. 
Ccntinental—B. C. Scickles, Bellaire; J. M. 


Ridlen, Lawrence; C. G. Liningston, White Cloud. 
Fire Association—B. W. Chase, Midland. 
German, Ill—Walter Smith, Ionia. 

Ins. Co. of N. A., Pa.—D. W. Chase, Midland. 


Northwestern National—John R. Rowell (suc- 
ceeding C. P. Carpenter), Bay City. 

Northern, Eng.—W. T. Guar, Northville. 

Royal—Garrod & Post, Holla 

Sea & Lake, I1l—Bishop x McBride, Flint ; 
«. H. Crane, Lansing. , 

Westchester—L. H. House, Brown City; Gar- 


red & Post, Holland; R. Skiff Shelden, Houghton ; 
ID. W. Chase, Midland: W. J. Duncan, Stephens- 
son. 


te ++ 


COMPLAINT FROM ALLEGAN. 

There is considerable complaint coming 
from Allegan following the application of the 
new schedules in that city. Rates are raised 
considerably higher than under the 25 per 
cent advance, and this is causing considerable 
dissatisfaction among the assured, which 
brings trouble to the local agents. 

a+ ++ 
BUREAU WILL FURNISH CLAUSES. 

Many local agents who do not come in 
direct contact with the Michigan Inspection 
Bureau are ignorant of the fact that the bu- 
reau will furnish them, upon request, printed 
clauses of the various kinds approved by the 
bureau. Many of the local agents depend al- 
most wholly upon their companies to furnish 
forms and clauses for their use, not knowing 
where to obtain the Michigan standard clauses. 

++ ++ 
DISCREPANCIES ARE ALLEGED. 

President James, of the Northwestern Na- 
tional, publishes the following notice to the 
public at Lake Linden: 


“To Whom It May Concern:—Having dis- 
‘overed some serious discrepancies of our for- 
mer agent in issuing our policies, we desire 
that each and every policyholder present his 
policy to our special agent, Truman H. Rice, 
it La Rose Hotel, Lake Linden, who visits 
your city for the purpose of examining all 
policies of this company now in force. You 
will therefore please call in person upon Mr. 
Rice and have your policy examined at once, 


so that you may feel assured, in case of loss, 
that there will be no question of liability. 


“Certain policies are unaccounted for, and 
in some cases daily reports are held by the 
assured under the impression that they are 


policies. In all such cases our company can- 
not be held liable for loss under same; hence 
the necessity of the examination of your poli- 
cies by our special agent, and the necessity on 
our part of knowing who holds the policies 
bearing the same number as the daily reports.” 





MICHIGAN NOTES. 


The Farmers of York goes with Arford & 
Edmunds at Benton Harbor. 


A new combination hook and ladder. truck 
and 500 feet of hose have been added to the 
equipment of the fire department at Laurium. 


“Frenchy” Villema has been found guilty of 
arson by a jury in Circuit Court at Muskegon. 
It is believed he is responsible for several 
fires in that city. 


A report of the fire department at Kala- 
mazoo shows a total loss so far this year of 
$20,300. Of the 113 calls this year, 15 were 
caused by burning chimneys, 27 by gasoline 
stoves and 8 by children playing with matches. 


A significant-fact might be noticed in the 
new agency of Garrod & Post, at Holland, in 
that the companies all transferred to the new 
agency, regardless of their union or non- 
union affiliation. This is the first time in 
years that separation has not been made an 
issue in similar cases in Michigan. 

Hillsdale has suffered two bad factory fires 
within 24 hours, the losses in each case ‘reach- 
ing about $20,000. The plant of Worthing & 
Alger, tanners, is located just outside the city 
and the company may decide to rebuild down- 
town for the sake of better fire protection 
The Hillsdale Screen Company’s plant was al- 
most entirely destroyed, with small insurance. 


Detroit Club members are promised a treat 
on Tuesday, December 15, as a banquet and 
social is slated for that date at the Fellow- 
craft Club. Some of the Detroit agents have 
the reputation of being big eaters (judging 
from their reputation gained at the Hartford 
convention), and no doubt this social idea will 
meet with the hearty approval of the Detroit 
agents as a whole. 





INDIANA AGENCY APPOINTIENTS. 


American, Newark—W. T. Mellott, Mellott; W. 
R. Zion, Knightstown. 


Citizens—John S. Peterson, Decatur; Jas. C. 
Mount, Connersville. 
Continental—A. 8S. Miller, Middletown; Asher 


Cornelius, Syracuse. 








Liverpool & London & Globe—<Andrew J. 
Loughery, Edinburg. 

North British and Mercantile—Andrew J. 
Loughrey, Edinburg; Wm. Cummings, Kentland, 

Northwestern National—A. H. DeGolyer,+Sey- 
mour; H. L. Hall, Peru. ‘ 

Phenix, N. Y.—Lex V. Deckard, Bloomfield; 
A. L. Webb, Brownsburg; 8S. D. Arnstein, Crown 


Point; S. C. Lumbard & Co., Fort Wayne; Arthur 
©. Brockenbrough, Lafayette; Dee R. Jones, Sum- 
mitville: Williams & Williams, Washington; S. 


M. Kirkpatrick, Cutler; L. Nicely; Forest; Geo. 
M. Plake, LaPaz; John B. Campbell, Leiter's 
Ford: F. F. Hilkert, Lucerne; W. T. Mellott, 


Mellott: John W. Hedgcock, Michigantown; N. B. 
White, Moran; W. H. Brown, New Market; Nick 
Washburn, New Richmond: Herbert Campbell, 
Newton; O. B. Elliott, Sedalia: H. E. Brown, 
Sweetzer; C. E. Van Steinberg, Talbot. 

Phenix, Hartford—aA. F. English, Manilla; 
es a & Pike, Rockville; Lex V. Deckard, Bloom- 
fie 

Haven—A. J. Pennville ; 


Security, New Price, 


W. Hutchins, Williamsburg. 





BENNALLACK’S GOOD WORK. 

W. T. Benallack, electrical expert for the 
Michigan Inspection Bureau, is attracting 
considerable attention through his good work. 
Copies of many of his reports are sent out 
by companies, and the National Board has 
also had some of them printed. He was re- 
cently elected president of the National Elec- 
trical Inspectors Association, and was asked 
te deliver an address before the Kentucky 
and Tennessee board at Louisville on Novem- 
ber 17. 





C. A. Ludlum, for many years with the 
Home Insurance Company, and recently head 
of its New England and Middle States divi- 





sion, has been appointed assistant secretary of 
the company. 





WEEK'S NEWS IN INDIANA 


NATURAL GAS PROBLEM IN INDIANA. 


Chief Coots of indianapolis Thinks that the 
Change in Fuel Will Bring Less Fre- 
quent Fires. 


The coming winter will be the first for fif 
teen years in which thousands of Indianapolis 
people will be absolutely without natural gas 
as fuel, the Indianapolis Gas Company having 
cut off its service completely. .A similar con 
dition prevails in a great many towns in the 
thriving gas belt. Some alarm is felt as to 
danger from fires on account of the thousands 
of flues that were built for gas fires and which 
will now have to be for coal 
wood sparks. 

Fire Chief Coots of 


avenues and 
Indianapolis does not 
share the apprehension. Fires from defective 
flues, he says, will not be as frequent as fires 
from overheated stoves in the days of natural 
gas with its varying pressure. He points out, 
too, that fires from defective flues usually 
occur when the biggest fire is on, at noon, or 
sometimes during the day, rather than at 
night. Fires from overheated stoves, of which 
there were thousands in Indianapolis in the 
days of gas, usually broke out at night or 
during the day when the people of the house 
were away and the gas left burning. 
fires usually got such a start that 
much greater than it is from 


These 
the 
defective 


loss 
was 
flues. 

Then the natural gas had been giving out 
for several winters, making it necessarv to use 
other fuel in conjunction, so the flues 
been gradually repaired and got in 
condition for coal and wood the chief 
says. Besides this there are now two or three 
large hot water heating plants in the city do 
ing service both for the business and residence 
parts. “This will greatly the danger 
of big fires,” Chief Coots “Most of 
the big buildings in which the hot water heat 
has been put were equipped with miserable old 
heating apparatus.” 


have 
proper 
fires, 


reduce 
says. 





SUBROGATION SUIT ON TRIAL. 
Insurance companies are watching with in- 
terest a subrogation case on trial in the Cir- 
cuit Court at Noblesville, Ind., in which W. S. 
Hobbs is endeavoring to secure damages from 
the Lake Erie & Western Railroad Company 


for the burning of his property at Hobbs Sta 


tion, Ind. The fire came near destroying the 
town and there are thirty cases similar to the 
one on trial. The property was insured and 
the companies paid the losses. 
+ ++ 
INCENDIARISM IN INDIANA. 
The farmers of Brown county have called 


a meeting to outline a plan to run some in- 
cendiaries to cover. One of them was 
Monday night after he had set fire to William 
McCord’s in Jackson township. The 
incendiary was running away, with a dog 
hanging to his trousers leg. Some of the shot 
fired by the farmer hit the dog, which let 
go his hold, and the villain escaped. 

On the same night an attempt was made to 
burn the town of Henryville, Ind. A lighted 
torch was found underneath the school build 
ing and coal oil was on the walls and roof of 
the building. The torch and flames on the 
scorched building were extinguished. About 
the same time sticks of dynamite were found 
under the Methodist church, with a fuse at 
tached that had been partially burned. 


seen 


house, 





A. J. Weed, 
Union at Chicago, 
his field. 


special agent of the Norwich 
has had Indiana added to 


Our ten-year daily expiration register is ruled 
for 12,000 expirations. Fifty lines to a page, $7 

Our special agents’ and adjusters’ loss register 
has been greatly improved. 
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STATE TOPICS OF ILLINOIS. 


OTTAWA PREMIUM RETURNS GIVEN, 








Receipts Given for the Year by Companies and 
Agents Under the Fire Depart- 
ment Tax Law. 


The following are the premiums repor’ed for 
taxation at Ottawa, Ill, for the year ending 
July 1, 1903: 


Warner & Hess— 
Western, N. Y.:.$ 683 New Hampshire.$ 517 
Continental -- 1,293 NM, W. WAL... OFS 
Hamburg Brem.. 2,014 Concordia ...... 982 
American, Pa.... 542 Milwaukee Mech. 159 
American, N. J.. 1,251 Farmers, Pa. ... 28% 
Reliance ....... 540 Delaware ...... 291 
Agricultural 566 ——— 
Roch. German... 1,422 $11,538 

John Stout— 
Springfield $ 803 Northern ...... $ 783 
Connecticut .... 1,033 Be Ue. 6s OF 
National, Conn.. 682 name 
Phenix, Conn... 886 $5,086 

J. O. Harris & Son— : 
Coml. Union....$ 509 Penna. Fire . 666 
German Amer... 1,129 Pee. WME, veces 654 
Greenwich ..... 121 Royal son 745 
L&lL.&G.... 947 ee 
PIGGRTA .cccvcce 575 $5,801 
N. B. & M. .....$ 454 

P. J. Moloney— Glens Falls ...... $555 

Stephen Arnold— T. B. Farrell— 
Palatine .......$ 270 Royal Ex. .. -$ 390 
BU ccccswesess 78 Caledonian ..... 171 

$ 348 $ 560 

J. P. Gonigan 
Aachen & Mun...$ 367 United Firem's..$ 156 
London & Lan... 278 aged 
Phenix, Eng.... 274 $1,076 

George M. Trimble , 
‘tna 558 . Phenix ........$ 909 
St. Paul 800 srit. Amer. 745 
Western, Ont. 77> Thuringia ....-s 666 
North America.. 809 —_—— 
London eae 652 $5,915 

T. C. Gibson— mn 
Hanover .......$ 843 Fire Assn. $ 178 
Amer. Cent. .... 329 — 
Firemans Fund.. 662 $2,303 
Franklin ...... 91 

Geo. Hl, Ravens— 
Prussian Natl...$ 284 German ........$ 154 
Farm. & Merch.. 73 Firemens ...... 285 
Iubuque  ....... 220 N. W. Und. 412 
Natl. Union .... 345 —-- 
Continental 764 $4,194 
American ...... 1,657 

W. W. and E. J. Curtis— 
Queen ........-$ 708 Hartford ...... $ 851 
Manchester .... 634 sono 
Home, N. Y. . 986 $3,609 
Prov. Wash. 430 





RETIRES FROM FIELD WORK. 

Frank M. Bishop of Quincy, who has been 
in the field for the Liverpool and London and 
Globe, has retired from special agency work, to 
devote his time to his local agency. 

+t et 
CHARGES AGAINST BROCTON AGENTS. 

It is found that the local agents at Brocton, 
Ill., are not reporting through the stamping 
bureau. An attempt is being made to get the 
agents at this point in line. 

+t a+ 
COMMITTEE TO VISIT WALNUT. 

A committee of special agents will visit 
Walnut this week to attempt to get the agents 
in line in that city and reorganize the local 
Affairs in Walnut have not been sat- 
isfactofy for many years. 

++ 
SITUATION AT YORKVILLE. 

A committee of special agents visited York- 
last inasmuch as Newton Bros. 
had informed their companies that their rival, 


board. 


++ 


ville week, 
the Godard agency, was cutting rates with the 
Northwestern Mutual. The committee, after 
talking with Mr. Godard, found that it was 
not an easy task to harmonize affairs in the 
town. Mr. Godard stated that his register 
showed that Newton Bros., who formerly had 
the Northwestern National, were cutting rates 
while they had it when they were members of 
the board, and hence he was merely getting 
back what was due him. Some threats of open- 
ing rates were made, but Mr. Godard remained 
firm. He desired to make an arrangement 


whereby he would not be bound to rates for : 








a certain number of days. It is likely that 
either Newton Bros. will be given relief or 
the town rerated, and the two agencies brought 
in line. 
++ ++ 
KANKAKEE BOARD ELECTS OFFICERS. 

The local board at Kankakee held a meet- 
ing a few days ago and elected the following 
officers: President, Albert Schneider; vice- 
president, James Dolan; secretary and treas- 
urer, A. F. Martin; executive committee, Noel 
Brosseau, Albert Schneider and A. F. Mar- 
tin. 

++ 
ILLINOIS STATE BOARD MEETING. 

The Illinois State Board held its quarterly 
meeting last Tuesday. The resignation of M. 
P. Vore was not accepted, as it was the wish 
oi the members that he continue until the end 
of his term and give as much time as pos- 
sible to the work. The new Dean mercantile 
schedules were delivered to members, Mr. 
Dean being present and explaining the main 
features. 


at 


+e a+ 
MAY DISCIPLINE W. P. SMITH. 

At the Illinois State Board meeting this 
week complaint was made of the alleged forage 
of W. P. Smith of Monticello through ad- 
jacent territory. Some of the field men charge 
him with rate-cutting. He has a union office, 
so a committee will visit him, with a view of 
correcting the abuses complained of. 

++ ++ 
TROUBLE THREATENED AT QUINCY. 

Some trouble is likely to begin at Quincy 
unless some of the agents can be satisfied that 
good practices. are to prevail in that city. 
Serious complaint has been made against one 
of the large agencies by its main competitor, 
who declares that if his companies will stand 
back of him he will open rates to protect 
his business. Companies would deprecate any 
action that would bring demoralization at 
Quincy, but if these practices prevail and con- 
cessions are being made to this agency, it is 
likely that something will be done. 





ILLINOIS NOTES. 


Henry Fink of Belleville has purchased the 
Craft agency. 


M. L. Harrison gets the Teutonia of Louisi- 
ana at East St. Louis. 


Canavan & Tarlton have opened an insur- 
ance office at East St. Louis. They represent 
the Allemannia. 


The Champaign local board, at its annual 
meeting, re-elected H. T. Sperry president and 
E. S. Clark secretary. 





DEAN OF THE PHCENIX AGENTS. 


The Pheenix of Hartford canceled a policy 
this month on a risk which the company has 
carried continuously since October 7, 1857. 
The policy was written by John F. Deatrick 
of Defiance, Ohio, who is still actively engaged 
in the local business, although he observed 
his seventy-fourth birthday November 26. Mr. 
Deatrick is known as the dean of the local 
agency force of the Phcenix, having been 
commissioned by this company May 16, 1857, 
two months after the establishment of the 
western department. During this time the 
premiums for this company from Mr. Deat- 
rick’s office have amounted to $86,765.44, while 
his losses were only $37,207.23. 

In writing to Mr. Deatrick concerning this 
policy President D. W. C. Skilton of the Phee- 
nix says: “Our records show that your com- 
mission is the oldest in date held by any pres- 
ent representative of the company east, west, 
north or south. You are the dean of the 
corps, and we sincerely hope that you will long 
remain so.” 





Local agente should use our Agents’ Loss 


Register. 130 pages, $2.50. 








FIELD NOTES OF WISCONSIN. 


KENOSHA HAS TOO [IANY FIRE AGENTS 








Wisconsin Town Fairly Overrun with Com- 
panies Seeking All Sorts of Represent- 
atives—View of Conditions. 


Kenosha is overrun with insurance agents, 
and each agent thinks that most of the others 
ought to go out of the business. There are 
about four large agencies, and the others are 
“sideliners” of various occupations. Besides 
this one of the minor agencies of Racine has 
a branch at Kenosha. Some companies have 
two or more agencies in the town, and com- 
petition is very keen. The competition does 
not take the form of rate-cutting, but when- 
ever a new building is erected at least twenty- 
six of the twenty-seven agents go after the 
insurance. Some sit on the owner’s door- 
step and some haunt his place of business, 
while others sit around on the piles of material 
until the insurance is placed. Two agents 
have recently got disgusted and quit. 

The cause of the excessive number of agents 
seems to be the excellent railroad facilities at 
Kenosha. <A special agent can drop off a 
train, plant an agency, and get out of town in 
an hour. There is a large amount of excellent 
business in Kenosha, with some immense 
lines that require all the writing capacity of 
the stock companies. A company with any 
sort of an agent can get part of this busi- 
ness, and many companies seem to desire an 
agent who has time to hound down preferred 
business. 

Kenosha has the oldest insurance agent in 
the State. He is Samuel N. Barber, who 
represengs the Continental, Westchester, 
County of Philadelphia and Farmers of York. 
He has been an agent for fire insurance com- 
panies for fifty-six years, and has represented 
the Continental and Westchester over thirty 
years. He is at present the only agent in 
Kenosha who gives all his time to the insur- 
ance business. 





TO INCREASE MEMBERSHIP. 

The Wisconsin Agents Association will not 
send a representative to visit agents to secure 
their membership until early in the spring. 
The officers are at present taking up the sub- 
ject of joining with non-members by corre- 
spondence. President Fetzer states he expects 
the membership will be doubled during the 
coming year. 

++ ++ 
WISCONSIN AGENCY APPOINTMENTS. 


Ztna—E. D. Morse, Princeton. 

American, Newark—F. G. Gilkey, Grand Rap- 
ids; O. C. Leean, Iola; A. J. Carmady, Welcome ; 
W. N. Martin, Manawa. 

Assurance Co. of America—James H. and R. J. 
Agen, Superior. 

Germania—Fred W. Johnson, Waupun. 

Girard—David M. Courtenay and William H. 
White, Milwaukee; Zeno M. and Clemens P. Host, 
W. L. Schoeverling, Milwaukee. 

Hartford—David G. Jones, Randolph; Ferdi- 
nand F. Daubner, Mazomanie; Merton M. Terrill, 
Shiocton;: Allanson A. Graves, Loyal: Charles E. 








Tucker, Loyal; Edward 8S. Mason, Beaver Dam: 
Charles Weingarten, Walton: Mrs. Sarah D. 
Palmer. Tomah; Glenn O. Londermann, Osseo. 


Michigan F. & M.—Otto A. Braun, Milwaukee. 

Hanover—John L. Miltgen, Beaver Dam. 

Indemnity—John F. Roberts and E. 
Weiss, Pau Claire. 

Milwaukee Mechanics—Joseph Sheuer, Milwau- 
kee: O. A. Braun, Milwaukee. 

Norwich Union—F. E. Downey, Rice Lake: 
Ethan B. Minier. Amery: John W. Soderberg, Bar 
ron; Leroy E. McGill, Ladysmith: Harry C. Har 
ding, Osceola; D. F. Bowler, Sparta; Fred Ol 
cott. St. Croix Falls. 

Phenix, Hart.—B. F. Zinn, Milwaukee; Charles 
F. Hille and John H. Levis, Black River Falls: 
John W. Runkle. Independence: Charles B. Rogers 
Ft. Atkinson: E. D. Morse. Princeton: J. Ben 
Grinde, Deerfield: John C. Partridge, Walworth : 
William A. Warren. North Freedom. 

Securitv—F. G. Gilkey, Grand Rapids; Carl L 


Walter 


Rosholt. Resholt. 
Union, Phila.—John E. and William E. Burns 
Beloit. 


Williamsburgh City—W. C. Leitch, Columbus 

National of Allegheny—-Edward Schroeder. Mil 
waukee; John Sheneck, Jr.. Green Bay; Thoma: 
Watson, Fond du Lac; Herbert L. Peterson, Saw 
yer. 

Northwestern National—Thomas J. Snodgrass 
River Falls: E. W. Heiss, Eau Claire; L. H 


Felker. Kendall. 
Norwich Union—Paul Steenson and Emil O. 
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CHICAGO AND CINCINNATI 


TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


> Se Educational and Semi-Technical Features Discussed. < < 





ANY inquiries are made:as to the 

status of the American Guaranty 

Company of Chicago, a bond con- 

cern. It writes bonds on different 
premium-paying periods. For example, for an 
annual payment of $30 for 20 years it guaran- 
tees to pay $1,000 at the end of the time. The 
company refuses to give out a sample bond 
for inspection, which naturally arouses sus- 
picion. When a company is afraid to have 
its contracts analyzed, the inference is that 
it cannot defend them. 


The $30 per year premium is said, there- 
fore, to produce $1,000 in 20 years. This, as 
stated, is on a 4% per cent interest basis. The 
$30 net must be invested to give this return. 
However, there are the expenses to be taken 
care of. It is said the American Guaranty 
has recently cut commissions to solicitors to 
40 per cent. There must be a margin above 
this to go to the two men who are supposed 
to be in charge of all the agents, and it is 
alleged, on a commission basis. Then the 
expenses. of the company must be taken care 
of. Probably at the most $18 is invested the 
first year. After allowing for expenses each 
year thereafter, it will be seen that the com- 
pany must earn considerably more than 4% 
per cent interest. It expects to gain much 
by confiscation of reserve from lapses, and 
this brings up again the old objection to ton- 
tine operations. It is not likely that any bank 
would undertake to mature such contracts 
and pay the dividends that the stockholders 
are said to be receiving. 

xe 


[he company is chartered under West Vir- 
ginia laws. 

The auditor of West Virginia, in reply to an 
inquiry as to whether the American Guaranty 
had to report its financial condition in that 
State, says: 

Charleston, December 4, 1903.—To the Ed- 


itor: The American Guaranty Company of, 


icago, incorporated under the laws of this 
ite in 1892, has reported regularly to the 
tate authorities since its organization, and 
| its taxes regularly to date. The only re- 
t required to be made is for license tax 
poses, and not as to their financial condi- 
1. All West Virginia corporations have to 
e a report annually, and such reports are 
le to the corporation department of the 
tor’s office, all taxes being due May 1. 

above. company is not licensed to do a 
aranty business in this State. 

A. C. ScHErRR. 


C) 
S 
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gives out the following as to its financial 
sources—Cash on hand and due from 
ks, $102,583.06; loans and securities, $567,- 
87.43; mortgages, government bonds and 
r investments, $502,042.78; due from 
gencies, $17,338.47; furniture, fixtures and 

upplies, $5,633.56. Total, $1,285,685.30. 
iabilitigs—Capital stock, $500,000; surplus, 
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$422,090.51; liabilities on $363,- 
585.79. Total, $1,285,685.30. 

There is no way to verify this statement, as 
it reports to no insurance department. 
Whether ‘the reserve put up is sufficient ¢o 
back its contracts cannot be told. “A bond- 
holder, therefore, has to use his blind faith. 
This is unsatisfactory, owing to the records 
of other bond schemes. 

As the company has matured but few, if 
any, contracts, it should have accumulated 
much money. It is in the hands of officers, 
and there is no supervision over them, as in 
case of a life insurance company. The bond- 
holder has“no means of verifying the finan- 
cial statement. Owing to this lack of any 
sort of supervision, he chances results the 
same as in many alluring “investment” propo- 
sitions, 


contracts, 


~“e 

The Royal Trust Company of Chicago seéms 
to act as trustee and ctistodian for this con- 
cern. It states it has a certain sum deposited 
in trust. How does the Royal Trust know 
whether this sum is sufficient*to meet the con- 
tracts? Who can tell what the expense ratio 
of the American Guaranty Company is? What 
limits are there to its officers? Is it possible 
that the concern has any hitherto unknown 
means of earning so much for its bondholders? 
If so, would not it be overwhelmed with capi- 
tal seeking investment? 

The “bond” proposition in any guise needs 
to be regarded with fear and trembling. So 
many schemes have been exploited on this 
same plan, only to be disappointing to policy- 
holders. The bond companies can earn no 
more in the legitimate money market than the 
life companies. When they promise big: re- 
turns it can be taken for granted that they 
are engaging in hazardous enterprises, or will 
not be able to meet their promises. Conserva- 
tive investments are capable of earning the 
ruling rate ef interest. When large returns 
are promised, it indicates either carelessness 
or that the company is investing in the specu- 
lative market. 

—- 

Bond companies, untit their contracts begin 
to mature, can make a _ respectable financial 
showing because they- are paying out but little 
to bondholders. A heavy surrender charge 
is placed on a withdrawal. 

The American Guaranty Company, in addi- 
tion to its bond scheme, guarantees the bond 
issues of corporations, guarantees interest on 
such bonds, guarantees dividends on stocks, 
and redeems stock obligations. {t is thus seen 
that it is engaged in a rather hazardous line. 
A prospective purchaser of a bond might well 
hesitate before entering into a contract. 

; se Ss 

In the education of agents the most essential 
elements are confidence in the manager, con- 
fidence in themselves and explicit confidence 


in the company’s officers, its contracts and its 
mode of doing business. 








NEW ACCELERATIVE ENDOWMENT 
OF THE PENN MUTUAL LIFE. 


The new accelerative endowment plan 
adopted by the Penn Mutual differs quite ma- 
terially from the plan of the same name long 
in use by the Mutual Benefit. The provisions 
in the Penn Mutual policy are ag follows: 

“A. All distributions of surplus awarded to 
this policy shall remain in the hands of the 
company (unless used as provided for under 
condition B, below), and interest shall be al- 
lowed thereon yearly at a rate of interest not 
less than that used in determining the reserve 
upon this policy, said interest to be added to 
said distributions, and both to be paid at the 
end of the endowment term, or at the prior 
death of the insured during the continuance 
of this policy, or at the maturity of the policy 
as an accelerative endowment, as provided on 
the first page of this policy. 

“B. During the continuance in force of 
this policy and after five full annual premiums 
shall have been paid thereon, any credit or 
credits of surplus or interest which may have 
been made thereon may be surrendered to the 
company by the insured, to be used in pay- 
ment of premium maturing thereon, or to in- 
crease on surrender the paid-up insurance pro- 
vided for by the terms of this policy, by the 
amount of similar paid-up insurance which 
said accumulated surplus will purchase at the 
attained age of the insured, according to the 
present established rates of the company; pro- 
vided, however, that if such paid-up insur- 
ance shall exceed the sum originally insured 
by this policy, satisfactory evidence of. the 
continued good health of the insured must 
first be furnished to the company.” 

The accelerative endowment feature appears 

‘ = 
from the company’s literature to be applicable 
only to endowment policies and not to life 
policies also, as in the case of the Mutual 
Benefit. The dividends left with the company 
draw not less than 3 per cent compound in- 
terest, but nothing is said to the effect that 
they will earn surplus, as with the Mutual 
Benefit. The accumulation of dividends in the 
Penn Mutual is payable, in, addition to the 
face of the policy, in case the policy becomes 
a death claim, while in*the Mutual Benefit it 
is not. 

In fact, the conception of the twe compa- 
nies seems to be quite different. The Penn 
Mutual appears to treat the dividends left with 
it as a loan to the company at not less than 
3 per cent interest, which, after five years, may 
be used to purchase additional paid-up insur- 
ance or to pay premiums; or may be used 
to accelerate the maturity of an endowment; 
or, to be added to the face of the policy in 
case it becomes a claim. The Mutual Benefit, 
on the other hand, treats the dividends left 
with it as an addition to the reserve, which 
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is absorbed into the reserve and becomes a part ° 
of it. As such these dividend additions earn sur- 
plus, increase cash, paid-up and extended in- 
surance values; accelerate the maturity of en- 
dowments or convert life policies, which are 
really endowment at age 96, into endowments 
maturing at a continually decreasing age as 
the dividends and their earnings increase the 
reserve. Being part of the reserve, however, 
the dividends left with the company are lost 
to. the policyholder in the event of his policy 
becoming a claim. 

The Penn Mutual’s estimates as to the ac- 
celerative power of dividends applied on this 
plan are as follows: A ‘15-year endowment 
at age 35 will probably mature in from 12 to 
14 years; a 20-year endowment in from 15 to 
18 years; a 25-year endowment in 19 to 22 
years, and a 30-year endowment in from 21 
to 25 years. 


ee SR 


REPREHENSIBLE PRACTICE OF 
SOME LIFE INSURANCE MEN. 


THE WESTERN UNDERWRITER came across a 
case this month which has been brought to the 
attention of agents time after time and yet 
continues to be a most reprehensible practice 
on part of some agents. In the present case a 
man, well along in years, took out a policy ten 
years ago in the Equitable. It was a 20-pay- 
ment 20-year settlement policy.’ The agent 
caused the man to believe that it was a 20-year 
endowment policy. The policyholder purchased 
it with this idea. He was not acquainted with 
the technical features of insurance, and this is 
the case with most of the laymen. He proba- 
bly could not have told on what plan it was 
written had he read the policy. He relied fully 
on the word and honor of the agent. After 
paying premiums for ten years he discovers 
that it is not an endowment but a 20-payment 
life policy. He had figured on getting the face 
of the policy and accumulations in ten more 
years. He finds now that he was deceived by 
the agent. The Equitable was not to blame for 
this transaction, but one of its agents was. 

A short time ago THe WESTERN UNDER- 
WRITER ran across another case of.a similar 
nature where an agent of the Mutual Life had 
deceived the policyholder by selling a 20-year 
settlement policy for a 20-year endowment. 

It would seem that companies would give 
more attention to this matter and issue posi- 
tive orders to their agents-in regard to it. The 
average man relies on the agent’s word. He 
looks upon the agent as an expert in his line, 
fully acquainted with all the features of life 
insurance, and therefore competent to sell him 
the right kind of a policy. When he finds he is 
deceived the tendency is to lose some faith ia 
life insurance men and their methods. He 
has not secured the policy that he thought he 
had. 

There is no practice in life insurance that 
merits such severe condemnation as this decett 
on part of an agent. The agent may not in 
plain words tell the man that he is buying an 
endowment policy, when in reality he has only 
purchased a 20-payment 20-year settlement life 
policy, but indirectly or by withholding in- 
formation he leaves the impression that it is 
an endowment. General agents and managers 
should not allow any work of this kind to go 
on. The solicitor in order to close a prospect 
uses these deceitful tactics. The company gains 
a policy and yet when the revelation comes 
who can estimate the damage that has been 
done against the company? The man who is 
deceived becomes a walking advertisement 
among his friends against the company in 
which he is insured. People with whom he 
talks could not be induced to have a policy in 
the company. Because one agent has been 
guilty of these practices the whole agency force 
is brought into disrepute to a certain extent. 
It is to be hoped that such practices as these 
will be stamped out entirely. There is abso- 
lutely no excuse for them under any considera- 





tion. It is not an uncommon occurrence; in 
fact, it is becoming entirely too common. 
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PREPARING FOR PERIODS 
| OF FINANCIAL DEPRESSION. 


The recent tight times in Wall street have 
given rise to considerable talk about the pos- 
sibility of a panic within the next few years. 
Whether such a calamity should occur or not, 
it is always best to be as well prepared for it 
as possible. Everybody with experience in 
the business has some idea of what times 
like those of 1893 and four or five years fol- 
lowing mean to a general agent or to a local 
agent who is working under a renewal con- 
tract. What with the difficulty in writing new 
business when nobody has the money to pay 
for it and with the heavy lapse on old busi- 
ness, reducing the income from renewals, a 
panic hits a life insurance man about as hard 
as anybody else. One general agent who went 
through the period following 1893 much bet- 
ter than most of his competitors, recently re- 
peated a conversation he had with one who 
had not been very fortunate. The speaker 
had carried over 83 per cent of the business 
on his books through the bad times, the other 
had lost over 50 per cent of his business. 
The speaker explained his good fortune on 
the ground that the business had been written 
right on the start. Said he, “Most of your 
busirfess is endowments. You crowded men 
to the limit of what they could possibly carry 
and had much of your business on quarterly 
and semi-annual premiums. My business was 
mostly life business. I prefer to write it that 
way, for it is easy to change from the life 


to the endowment plan, but impossible 
to change the other way. Almost 
every policy on my books was paying 


premiums annually. During the bad years I 
changed many of t#ese to quarterly payments 
and did everything in my power to help the 
policyholders through. Since then I have got 
them all back to -an annual basis.” The se- 
cret of his success appears to have lain in the 
fact of his policyholders not being over- 
insured and in their paying annually. This 
gate leeway or flexibility, and the business 
bent under the stress but did not break. 
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WHEN IS A POLICY IN FORCE? 

The Court of Appeals in New York has just 
handed down a decision, in a case against the 
Prudential, of considerable interest to insur- 
ance men. A man named Russell took out a 
policy, but was unable to pay the premium 
when the agent went to deliver the policy. The 
agent then informed him he might have time, 
and the receipt for the first premium was 
signed by the general agent and delivered to 
the applicant and by him handed to the sub- 
agent, who was to hold it until the payment 
was actually made. The policy had the usual 
provisions ‘requiring “payment of the pre- 
mium,” etc. The applicant was accidentally 
killed four days after the issuance of the pol- 
icy, and before the premium was paid. The 
Court of Appeals held that the policy was not 
in force. - 

An almost identically similar case occurred 
a few days ago in Dayton, Ohio, where the 
agent of the Security Mutual was unable to 
collect a premium, the party stating he would 
pay it in ten days. The agent held the receipt 
and the man was killed that night on the trac- 
tion cars. Suit has been entered against the 
company, but in view of the above decision the 
law seems settled that the policy was not in 
force. 
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When a passport was demanded in Russia 
of a traveling American, he showed his policy 
of life insurance, and was allowed to proceed. 
New uses for life insurance are developing 
constantly; it always protects. 





GOOD FIELD FOR SOLICITORS 
10 TRY 10 SELL POLICIES 


There is no better argument for life insur 
ance than a widow left without means of sup 
port. This is particularly true among. thx 
class of people who take only small policies, 
such as mechanics and other wage workers 
Few of them have any property, . especially 
the younger men, but they are as anxious to 
provide for loved ones as people of larger 
means. Industrial insurance does not meet 
their wants, and most of them seek fraternal 
or other assessment insurance on account of 
its lower price. 

= 


These people are honest, simple and warm 
hearted, and usually know all about the finan 
cial circumstances of their friends. When 
death takes a worker and leaves a widow and 
small children unprovided for, many a man 
feels a gripe at his heart as he thinks what 
would become of his dependents if ‘anything 
should happen to him. Then is the time to 
solicit him for old-line insurance. The pre 
mium may seem high, but it is easy to demon 
strate that even for comparatively short terms 
the.sound insurance is the cheapest. Suppos« 
the fraternal insurance at age 30 costs $9 per 
$1,000, which is less than the older fraternals 
charge, an ordinary life old-line policy can b« 
purchased at that age at less than $23 per 
$1,000 and a 20-payment policy for less than 
$33. In ten years the premiums on the ordi- 
nary life policy would amount to $230, and the 
cash value would be $110. The fraternal pre 
miums in the same time, if they remained sta- 
tionary, would amount to $90. The difference 
in the cost of insurance would be $30 for the 
ten years, with a considerable reduction from 
dividends. Thenceforth the old-line premiums 
will continually grow smaller, while the fra 
ternal premiums will grow greater if the con 
cern does not break up. 

On a twenty-payment policy the cost is ac 
tually less than in the fraternal, while th 
difference in the quality of the insurance is a 
strong talking point. Twenty premiums at 
age 30 would amount to $660, less dividends 
while the cash value will be about $550. Th« 
cost of twenty years’ insurance is thus only 
$110, against $180 in the fraternals, if the lat 
ter holds together so long. 

: @ ; 

It seems as though such an 
ought to convince anyone. There are .hun 
dreds of thousands of men able to carry 
$1,000 or $2,000 policies, who have never 
been solicited for old-line insurance, or wh: 
have never had such an_ illustration pre 
sented to them. It is all right to attack as 
sessment insurance on the ground that it is 
not entirely safe, but a man who sees claims 
paid by such concerns is not a good subject 
for that kind of argument. Many old-lin 
agents who work among mechanics know litt! 
more than their “‘prospects.” An _ intelligen 
agent, who can win men’s confidence, and wh 
does not disdain to write small policies, cai 
build up a good business among wage-worl 
ers, and if he succeeds in convincing the: 
that he is “square” he will get hold of 
endless chain that will give him enoug 
“prospects” to keep him as busy as he car: 
to be. A good way to get a start is to soli 
the friends of some man who has died witho 
insurance. 


illustration 
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ADVANCES AND NOTES. 

Agents who find that advances are no long 
forthcoming often endeavor to play a cle\ 
trick on managers by stating they do 1 
desire any advances. They write some bus 
ness and secure notes that are about worthl« 
However, the notes are turned in to mak« 


showing and an advance is requested. 


most cases of this kind the scheme only p 
longs the evil day. 





cal Cote Ae pated 

















LIFE SUPPLEMENT TO THE WESTERN UNDERWRITER 




















SOME OF THE: SUBJECTS 
DISCUSSED IN THE FIELD 














ANY general agents who have a good 
territory employ a field man. It is 
about the only means of successfully 
getting business out of small cities 
ind towns. He differs from the home office 
agency superintendent because the latter usu- 
ally visits only the general agents. The agency 
field man cultivates the local agents. He does 
considerable soliciting with them. He visits 
them to educate and enthuse them. He has to 
explain contracts and how to meet competi- 
tion. His work is much like that of the gen- 
eral agent in dealing with the agents at head- 
quarters. : 

There is a fine opening for successful agency 
field men. Perhaps no phase of life insurance 
work presents greater possibilities. The man 
who can keep local agents working and en- 
thusiastic is in demand. He deals with com- 
paratively crude material, because the local 
agents have not received the training of those 
located at the general agency. He only sees 
them at intervals and is forced: to do much 
by correspondence. If he could train them 
every day he would soon graduate a corps of 
splendid agents. 

The agency field man who is successful is 
not to be picked up at random, but his tribe 
should increase. His work among country 
igents is a valuable one, and the general agent 
who has a country territory appreciates it. 


+ + 


A young man just starting in a life insurance 
career has in view the plan of ultimately pur- 
chasing an interest in a good fire insurance 
agency in a fair-sized city, he to run the life 
insurahce department. He believes that the 
two kinds of insurance can be run in con- 
junction if an experienced life man looks after 
the life department and does not solicit other 
lines. 

It can be said that others, too, believe this 
idea can be used to advantage. At Davenport, 
la., for example, one of the members of a large 
fire insurance firm is arranging to devote his 
time to life insurance, while the others con- 
tinue to look after the fire insurance. Per- 
haps Olmstead Bros. of Cleveland, a large fire 
firm, who are also managers of the National 
Life of ‘Vermont for Ohio and Indiana, are 
the most conspicuous example of the success- 
ful operation of the two lines. It is recog- 
lized that in the larger points the two will 
not mix, but where each is in charge of a 
man who gives it his sole attention, it is 
helieved the method can be followed to good 
advantage. 

+ + 


Insurance Commissioner Barry of Michigan 
lid the life insurance men of that State a 
good turn in coming out boldly against rebat- 
ing and citing the statute and Supreme Court 
lecision against it. He made it clear that he 
ntends to prosecute any agent or company he 
finds is violating the anti-rebate law. 

Would it not be a good plan for the life 
nsurance men of other States to endeavor to 
ursuade their insurance commissioners to is- 
ue a similar pronunciamento where anti-rebate 
laws are on the books. If the head of a de- 
partment would declare himself vigorously, as 
Commissioner Barry did, it would have a most 
alutary effect. If several prominent life men 
ta State were to take up this subject, some 
action might be taken. 

It is said Commissioner Barry forced one 
of the big companies to get down on the car- 
pet. Life men gave evidence against its 
agents. Some of its Detroit agents and its 





manager for southern and. central Michigan 
have resigned on account of “ill health.” 

This has greatly cleared the atmosphere in 
Michigan. The public has been very well in- 
formed of the danger of rebated policies. 

+ + 

The action of the Mutual Life in establish- 
ing a branch office at Chicago, where policies 
under $30,000 are to be issued, claims paid, 
loans negotiated on policies and other usual 
home office duties delegated to it, is a new 
departure in this country, although the “big 
three” have branch offices abroad in order to 
expedite business. The decision of the Mu- 
tual Life is a compliment to W. B. Carlile, its 
Chicago manager, who is one of the most bril- 
liant of the company’s field men. The attion 
is indicative of the expansion of the big com- 
pany under the administration of General 
Manager R. H. McCurdy. He has but re- 
cently been transferred from the head of the 
foreign department to the general manager’s 
chair. Mr. McCurdy has already shown a 
comprehensive grasp of the company’s opera- 
tions and its possibilities. 

Several weeks ago the New York Life was 
said to be considering the plan of opening 
a Chicago branch office. This may have been 
the case, but the Mutual will now have the 
credit for taking the initiative. It means a 
new feature in competition, because of the 
rapidity of procuring policies. Agents often 
lose cases by home office delays, the interim 
between the taking of the application and the 
delivery of the policy affording an opportunity 
for an agent of another company to twist the 
application. Again, the-lapse of several days 
means time for the applicant to ponder over 
the step and argue in his own mind that he 
should not have done it. This often means a 
failure to deliver the policy. 

The quick action to be secured will make a 
strong talking point. It will have the same 
effect as being in the home office city of the 
company. The arrangement for the making of 
policy loans will be much appreciated by agents 
who have experienced the dilatory home office 
methods and frequently the lack of any definite 
information from headquarters. The payment 
of death claims on the spot will not be of great 
advantage, but it may be occasionally a good 
advertisement. 

The branch office system, if extended, as it 
perhaps will be if the Chicago sclieme is suc- 
cessful, can be utilized to great advantage in 
the far western country. 

The objections to the system are the dan- 
gers attendant on having a few men passing 
on the issuance of policies without all the 
checks of the home office. It is the conferring 
of power that can be diverfed to the harm of 
the company if in the hands of men who can 
be tempted. The home office looks upon an 
application from an impartial business stand- 
point. It is removed from the producers. The 
branch office, in a way, is connected with the 
producing department. The danger will always 
be for the agents to get too great a hold on 
the home office people located at the branch 
office. This feature of the plan will have to 
be overcome by the employment of men in the 
pgsitions of responsiblity, who are absolutely 
conscientious and trustworthy. If branch 
offices are successful abroad it would seem they 
will be here. 

+ + 

Agents are often at a loss to know just how 
far to go in presenting competitive compari- 
sons when soliciting. Comparisons are usu- 
ally unfair and misleading, because of the dif- 
ferent conditions surrounding the various com- 








panies. There are so many factors entering 
into results that are beneath the surface. With 
all this sotne of the best and most conscientious 
life men feel that in the general purview of 
underwriting with an eye to the best in the 
busnness there are certain standards whereby 
one can measure the merits of companies. The 
company that is doing the most for its policy- 
holders on a conservative basis, and yet is 
progressing, is the one in which to insure. 
A policyholder desires to feel confident with- 
out any doubt that his trust fund is safe and 
will remain so. In the second place, he de- 
sides to know that his payments are being 
utilized to his best advantage. He wants as 
much protection as a dollar will buy, and does 
not care to have any portion squandered for 
the glory of individuals or the gayety of na- 
tions. 

If a comparison will show that some classes 
of companies will actually give better results 
than others and yet are unquestionable in their 
financial condition, the public has a right to 
know the facts. Competitive literature has 
been subjected to much abuse, and yet it has 
served to correct abuses. It has revealed weak 
spots and been a check to extravagance. No 
company courts an attack on its vulnerable 
points. It tries to make them less subject to 
criticism. The airing given the houses of some 
companies and the light thrown into their dark 
corners have been of benefit. Odious compara- 
tive literature, serving merely as a weapon for 
a clandestine attack, sent under an anonymous 
cover, should be condemned on every hand. 
It is the dagger of an assassin. The com- 
parison brought forward in good faith to be 
defénded in the open, intended to show the 
merits of a company on equal ground by ac- 
tual figures, has its value’and place in com- 
petition. 


+ + 


One of the reprehensible practices ‘of certain 
companies is the cutting of dividends on a 
class of policies that have been retired from 
service, for the benefit of those classes used 
For exam- 
ple, a company may have decided to abandon 
the deferred dividend field for afinual divi- 
dends, or vice versa. It will, perhaps, cut the 
dividends on the old class, because settlements 
cannot be used against it to any extent in 
competition. It increases-its dividends on its 
active contracts, which will be used as a 
basis of comparison in the field. The tendency 
in many cases is to work an injustice to hold- 
ers of classes of contracts withdrawn from 
the market. They are being discriminated 
against in favor of holders of policies being 
pushed in active competition. 


and to be used in competition. 








THE AGENT'S SUCCESS. 


An agent’s success depends upon two 
factors: First, his company and its poli- 
cies, and, second, the character displayed 
by him in the administration of his duties. 
The business is always there, and, admit- 
ting the worthiness of the company and 
the contracts, it remains for the agent to 
apply his intelligence and attentions to the 
work of attracting the interest of those 
whom he solicits and in supplying them 
with the contracts adapted to their needs. 
No opposition or prejudice can withstand 
the principles of insurance when those 
principles are advocated by an agent who 
is thoroughly sincere, honest, loyal and de- 
voted. Such an agent is bound to succeed, 
and success, built upon such principles, is 
as enduring as the hills; and when in the 
course of events that agent’s company 
publishes its successes and makes wide- 
spread allusion to its growth and prosper- 
ity, he may, without fear of uncompli- 
mentary criticism, take unto himself the 
satisfying assurance that it could not have 
been so if he had not played his part.— 
Bulletin. 
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GUARANTEED DIVIDEND POLICY 
, OF NATIONAL LIFE, U. 8. A, 


The following is the guaranteed dividend 
policy of the National Life, U. S. A., on the 
twenty payment life plan: 


INO, <.<0% Amount, $10,000 
Age, 35. Premium, $383.40. 
National Life Insurance Company of the 
United States of America, in consideration of 
the written and printed application for this 
policy, which is made a part of this contract, 
a copy of which is hereto annexed, and the 
payment in advance of the sum of three hun- 
dred and eighty-three dollars and forty cents, 
on or before the first day of June, 1903, hereby 
insures the life of John Doe (hereinafter called 
the insured) of Chicago, County of Cook, 
State of Illinois, for the term of one year from 
the date hereof, payable in the amount and 
to the beneficiary hereinafter named; and in 
consideration of the further payment ’of three 
hundred and eighty-three dollars and forty 
cents, on or before the first day of June in 
each year thereafter during the continuance 
of this policy, or until twenty full years’ 
premiums shall have been paid hereon, 

Hereby promises to pay ten thousand dol- 
lars to Mary Doe, wife of the insured, if liv- 
ing, if not living, then to the insured’s ex- 
ecutors, administrators, or assigns, or to such 
other beneficiary as may be designated by the 
insured, as hereinafter provided, at the prin- 
cipal branch office of the company in Chi- 
cago, Illinois, upon receipt and acceptance of 
satisfactory proof of the fact and cause of 
death of the insured, during the continuance 
of this policy. 

The special benefits, privileges and condi- 
tions set forth on the following pages are 
hereby referred to and made a part hereof as 
fully as if recited at length over the signa- 
tures hereto affixed. 

In witness whereof, the National Life In- 
surance Company of the United States of 
America has, by its president and secretary, 
signed this contract this first day of June, 
A. D. one thousand nine hundred and three. 


SGC essed keae » Secretary. 
Se ee mers oe , President. 





SpectAL BENEFITS AND PRIVILEGES. 


Incontestability—This policy, after having 
been in force one full year, shall be incon- 
testable for any cause except non-payment of 
premium, provided the company’s requirements 
as to military service have been observed. 

Grace in Payment of Premiums.—In the pay- 
ment of subsequent premiums after this policy 
shall have been in force one year, a grace of 
one month will be allowed, and if the insured 
die during that month, the unpaid premium 
will be deducted from the amount payable 
under this policy. 

Reinstatement.—This policy may be rein- 
stated at any time within one year from date 
of default in payment of premium when due, 
on written application therefor, subject to evi- 
dence of good health satisfactory to the com- 
pany, by the payment of premiums of date of 
reinstatement, with interest at the rate of six 
per cent per annum. 

Change of Beneficiary—The insured herein 
reserves and is hereby granted the right, pro- 
vided this policy has not been assigned, to 
change the beneficiary or beneficiaries at any 
time during the continuance of the same, by 
filing with the company a written request to 
such effect, such to take effect upon endorse- 
ment of the same upon the policy by the com- 


pany. 

Entire Cash Value.—The company guaran- 
tees that the entire cash value of this policy 
at the end of the twentieth year from the date 
hereof, provided premiums shall have been 
fully paid to that date, shall be the sum of 
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$7,990, which includes the guaranteed divi- 
dend, as stated below. 

Guaranteed Dividend—If the insured be 
living and this policy is in force on the first 
day of June, 1923, and the premiums shall 
have been fully paid for twenty years, the 
company will pay the insured or legal holder 
hereof, the sum of $2,430, which is hereby 
guaranteed as a dividend on this policy, which 
may then be continued or surrendered by the 
insured or legal holder hereof, urider one of 
the following 

OPTIONS. 


(1) Continue this policy as a paid-up life 
policy for $10,000, and receive the guaranteed 
dividend in cash; or 

(2) Continue this policy as a paid-up life 
policy for $10,000, and convert the guaranteed 
dividend into a life annuity for $180, with first 
payment immediate; or 

(3) Surrender this policy and receive the 
entire cash value, as fixed above, in cash; or 

(4) Surrender. this policy and convert the 
entire cash value, as fixed above, into a paid- 
up life policy, for $14,280, subject to evidehce 
of good health satisfactory to the company; or 

(5) Surrender this policy and convert the 
entire cash value, as fixed above, into a life 
annuity for $600, with first payment imme- 
diate; or 

(6) Surrender this policy for a paid-up life 
policy for $5,000 and receive in cash $5,160. 

Cash Loans—Available on Demand.—Cash 
loans can be obtained on demand under the 
rules of the company by the insured on the 
sole security of this policy, at any time after 
the same shall have been in force three full 














RECREATION BENEFICIAL 


One advantage which a vacation gives 
is the freedom which it brings from the 
cares of everyday life. All these burdens, 
with manifold intensity, will be trans- 
ferred to the shoulders of your family if 
you happen to die and leave an in- 
adequate legacy. Not only will they have 
to go without a vacation, but many other 
comforts will be supplanted by hardships, 
unless the father’s planning goes suf- 
ficiently into the future to provide for 
their financial maintenance. No other in- 
vestment arranges that so surely, so def- 
initely, so inexpensively as a policy of 
life insurance. Take that and a vacation 
also this summer. Both will promote 
happiness—Union Mutual. ° 











years, if premiums shall have been fully paid 
to the anniversary of the insurance next suc- 
ceeding the date when the loan is made. Ap- 
plication for any loan must be made in writing 
to the principal branch office of the company 
in Chicago, Il!., accompanied by satisfactory 
assignment of this policy as collateral security 
while it is_in force under its original condi- 
tion, and the loan will be subject to the terms 
of the company’s loan agreement. The amount 
of loan available at any time is stated in the 
loan column below, and includes any previous 
loan then unpaid. Interest will be payable 
annually in advance at the rate of 5 per cent 
per annum. In event of failure to pay any 
indebtedness secured by this policy, or the 
interest thereon when due, the amount of such 
indebtedness shall immediately become due 
and shall be deducted from the net cash value 
upon which any benefit hereunder is based, 
and such benefit shall be correspondingly re- 
duced. 

Non-Forfeitable——This policy cannot be for- 
feited after it shall have been in force three 
full years, as hereinafter provided: 

(1) If any subsequent premium is not duly 
paid, the company will, upon demand, with 
surrender of this policy within sixty days of 
such non-payment, pay cash therefor, as speci- 
fied in the table below, opposite the years ‘for 
which premiums have been paid in full, any 
unpaid indebtedness to be deducted therefrom ; 


(2) If any subsequent premium is not duly 
paid, the company will, without action of the 
insured, extend the insurance under this policy 
during the term provided in the table below, 
opposite the years for which premiums have 
been paid; but payable only if the insured 
dies within said term. However, any indebted- 
ness to the company shall first be . deducted 
from the net value upon which the extended 
insurance referred to herein is based, the re- 





mainder of such net value to be applied 
. purchase of extended ‘insurance for su 

(for the net amount that would ha 
bee payable as a death claim on the d: 
to which premiums were paid) as the s: 
remainder will purchase on a basis similar 
that. upon which the table herein has be 
computed. In event of the death of the i 
sured during the first year of the extend 
period, there shall be deducted from 
amount payable a sum equal to one regu! 
annual premium on this policy. 

(3) If any subsequent premium is not du 
paid, this policy will, after the repayment «{ 
any indebtedness and. upon written applicati 
accompanied by the policy within sixty da 
after such non-payment, be indorsed as a pai 
up policy, payable at the death of the insure.|, 
for an amount as specified in the proper coi- 
umn in the table below, opposite the yea: 
for which premiums have been paid. 

The insurance provided for in the two pre- 
ceding clauses shall be based upon completed 
insurance years only, and shall be subject to 
the conditions. of this policy, but without: fur- 
ther payment of premiums and’ without loans 
or participation in dividend. 


TABLE OF GUARANTEED CASH, EXTENDED INSUR- 
ANCE, LOAN AND PAID-UP VALUES. 


No. years Extended 
policy in insurance. Paid-up Cash Cash 


7) 


full force. Yrs. Dys policy. loans. values 
iso. 2% 3 $1,050 $ 700 $ 460 
Os te nea 6 100 1,580 960 700 
Be 8 344 2,500 1,220 960 
PPE 11 145 8,000 1,490 1,220 
Ri cba wy 13 212 3,500 1,780 1,490 
Ri Sota.ale 15 225 4,000 2,070 1,780 
ee 17 109 ,500 2,380 2,070 
Eee 18 274 5,000 2,700 2,380 
| ee 20 5,500 3,030 2,700 
| ae 21 47 6,000 ,380 3,030 
| Ser 22 70 6,500 3,740 3,380 
Mid ¢-4 3 as 23 40 7,000 4,120 3,740 
| aA 4 264 7,500 4,510 4,12 
_. SAE 25 245 8,000 4,920 4,510 
2 Ae 26 352 8,500 5,350 4,920 
Sere 28 142 9,000 5,800 5,350 
SS 30 196 9,500 6,270 5,800 
AS "Matures. 
ConDITIONS. 


_ (1) The insured may serve in the militia 
in time of peace, or for the purpose of pre- 
serving order in case of riot; but in time of 
war, before engaging in hostilities, a written 
permit must be obtained from the company, 
for which an extra premium will be charged. 
In case of the death of the insured from serv- 
ice in war, without such permit, the liability 
of the company shall be limited to the pre- 
miums paid hereon. 

(2) Only the president, 
secretary has the power in behalf of the com- 
pany to make or modify this or any policy 
of insurance, or to extend the time for the 
payment of any premium; and the company 
shall not be bound by any promises or repre- 
sentations heretofore or hereafter giverr by any 
person other than the above. 

(3) If the age of the insured was under- 
stated, the amount payable under this policy 
shall be such amount of insurance as the pre- 
mium paid would have purchased at the rate 
for the correct age of the insured. Age may 
be admitted on satisfactory proof. 

(4) This policy is not entitled to participate 
in the profits or divisible surplus of the com- 
pany. 

(5) This contract and the application there- 
for, taken together, constitute the complcte 
policy contract. 

(6) The company, upon request, will fur- 
nish blanks for proof of death under this pol- 
icy, which must be furnished to the company 
at its principal branch office in Chicago, III. 
within one year after the death of the insured. 
Any balance of the current year’s premium, 
aud any other indebtedness to the company, 
will be deducted in any settlement of this pol- 
icy or any benefit thereunder. 

(7) For the first. year succeeding the cate 
hereof, the reserve value shall be compu ed 
for one year term insurance, and for subse- 
quent years such valuation, for an age at issue 
advanced one year, shall be made, as_ will 
provide for the benefits and guarantees st! u- 
lated in this policy. 

(8) All premiums are payable at the p:in- 
cipal branch office, but will be accepted if iid 
to an agent in exchange for a receipt, sig ed 
by the president, vice-president or secret:ty, 
and countersigned by the agent. design ted 
thereon. Failure to pay any premium, or ny 


part thereof, or any note given therefor, w'ien 
due, shall cancel the insurance and this con- 


vice-president, or 
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tract, and all premiums paid thereon shall 
thereupon become forfeited and void and ter- 
minate the liability of the company under this 
policy, except as hereinbefore provided. 

(9) Any assignment of this policy must be 
acknowledged and made in duplicate, and both 
must be sent to the principal branch office, 
one of which is to be returned with indorse- 
ment. The company will not assume responsi- 
bility for the validity of any assignment. 
Forms for, assignment will be furnished by the 
company. . 

INSTALMENT OPTION. 


This policy is issued payable in one sum 
on the death of the insured, but the insured 
may at any time, within ten years from the 
date of issue, provided this policy is not then 
assigned, change the manner of.such pay- 
ment from one sum to such number of instal- 
ments as he (the insured) may elect, as pro- 
vided in the annexed table, by giving written 
notice to the company at its principal branch 
office, Chicago, Ill., accompanied by this policy 
for indorsement. ‘The insured may also at 
any time during his lifetime in like manner 
direct that the beneficiary shall have the right, 
when any instalment becomes due, to commute 
and receive in one sum the then present cash 
value, as shown in the table, of all unpaid 
instalments. The beneficiary, without such 
direction, shall not have such right. ; 

In the event of the death of the beneficiary 
after the maturity of this policy and before 
the payment of the total number of instalments 
payable hereunder, the executor or adminis- 
trator of such beneficiary shall have the right 
to commute into one cash payment the then 
present value of unpaid instalments, as shown 
by the annexed table. - 

The first instalment under this contract shall 
be due immediately upon receipt and approval 
of proofs of death of the insured, and sub- 
sequent instalments. shall be paid annually 
thereafter, upon each succeeding anniversary, 
of such approval, until all instalments due shall 
have keen paid. 
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FATE OF REJECTED LIVES. 

At the Insurance Institute of Montreal at 
a recent meeting Dr. A. Macphail read a paper 
on “The After History of Rejected Lives.” 
The paper was the outcome of an extensive 
inquiry which he had conductéd into thé sub- 
sequent history of persons who had been de- 
clined for life insurance. The results proved 
to be very interesting, and not quite in ac- 
cord with the common conception as to what 
usnally happens to a person who has been so 
declined. The doctor had had access to the 
records of one of the largest insurance compa-. 
nies in the United States and Canada, and tab- 
ulated 5,115 applications, out of which 409 
had been declined, equal to 8.11 per cent, cover- 
ing a period of 15 years. 

He took these 409 cases as the refuse of 
the whole series, and by tracing the individuals 
discovered how many had died, the causes of 
death and the number who still survived. Of 
235 cases which he was able to trace, all were 
living except 31, after a period varying from 
five to fifteen years. 

He then proceeded to show that, according 
to the mortality statistics, the normal number 
of deaths would have been 25. As a matter 
of fact, the deaths were only six more than the 
normal. He deprecated laying too great stress 
upon statistics, but felt quite convinced that 
the fact of rejection by insurance companies 
was not a matter of very great moment, as 
they had certain inviolable rules based upon 
experience, by which they had to be guided. 


as Ss SF 
CONTINUOUS INSTALMENT POLICY. 


The continuous instalment policy is a splen- 
did one to use in large cases. The instalments 
on a small policy are not sufficient to make 
it a talking point. In cases of this kind agents 
would find it advisable to arrange for limited 
instalments of five or ten years. In $10,000 
cases or over, the continuous instalment can 
be used effectively. 


. 





WILL THE BIG THREE STOP RACING 
AND REVOLUTIONIZE THE BUSINESS? 





One of the most prominent general agents 
in the country has recently expressed some 
views that will be new to a large number of 
the men engaged in the business, although 
some of the older members have doubtless 
had similar thoughts. Whether his views are 
utopian, as some men are inclined to believe, 
time alone will teli. 

In the recent action of the big three compa- 
nies regarding competitive literature and tak- 
ing each other’s agents, he sees some of the 
first symptoms of a coming change that is to 
revolutionize the life insurance business. He 
says that Henry B. Hyde, founder of the 
Equitable, intimated before his death that the 
end of racing and extreme high pressure was 
coming in sight, and that his intention was 
to make the Equitable a great policyholders’ 
company when it had reached a sufficient size 
to warrant the changes he had in mind. If 
such were Mr. Hyde’s views they may be 
presumed to be Mr. Alexander’s views in a 
more marked degree, for his actions.and utter- 
ances have shown a more conservative tend- 
ency than those of his illustrious predecessor. 

The assets of the three giants now approxi- 
mate a thousand million. dollars. They have 
reached an amount where certain lawmakers, 
either state or national, may consider that their 
further expansion to any large extent would 
be a source of danger. What restrictions on 
the further growth of these companies, either 
in assets or insurance in force, may be mate 
at some time, possibly not far distant, cannot, 
of course, be forecasted. Should a limit be 
fixed by law it would but hasten what this 
general agent believes will come of itself, viz., 
an entire reversal of the program of the three 
great companies from racers to the most con- 
servative and economically managed compa- 
nies in the business. When the time comes, 
as he believes it will come, that one or all of 
them shall say, “We are large enough,” life 
insurance will see a wonderful change. The 
agency plant of each of these companies is 
now producing from two hundred to over 
three hundred millions of new business a year. 
Any one of these plants could produce enough 
to take the place of all business terminated 
at ‘an expense so much less than the present 
expense that dividend earnings would be run 
up beyond a figure that small companies could 
reach. With one or two large offices in each 
of the greater States and one for several of 
the less populous ones, whose principal busi- 
ness would be to make collections; with poor 
agents cut out altogether; with commissions 
reduced, as they might be in view .of the 
greater ease in selling business, because of 
the large dividends; with fewer clerks needed 
at the home offices and branch offices; with 
a smaller lapse ratio, because of the smaller 
amount written and the larger dividends, the 
general expense ratio would go away down. 
The lower it went, the higher the dividends 
would go and the easier the business would 
come. Eventually these companies would be 
able to write much of the business they wanted 
over the counters. 

What would be the effect on the small com- 
panies? They would have to consolidate or 
reinsure. The machinery necessary to do this 
business would take too large a part of their 
premium income, and they could not make 
dividend showings to compare with those of 
the large companies. 

The speaker said that he knew that men 
connected with certain of the middle-sized 
companies thought seriously enough about this 
question so that they were putting forth efforts 
to get their companies to a size where they 
would be able to adopt the new low pressure 
method and compete with the largest compa- 
nies. What they hoped was that the day 
would be sufficiently postponed to enable them 
to accomplish this. 





SOME GOOD POINTS MADE 
ON THE KNACK OF SOLICITING. 





(By Harry E. Noran, Manager of the Travy- 
elers, Chicago.) 


In talking life or accident insurance to a 
man, never for one minute lose sight of what 
you are there for. Do not allow him to lead 
you off the track into a discussion of extrane- 
ous matters. If he asks you a question that 
you do not know how to answer, just brush 
it aside and tell him that has nothing to do 
with the subject. You should make the con- 
versation follow your purposes and not his. 
If you run up against anything that you do 
mot understand, make a mental note of it, and 
I will do my best to explain it to you when 
you get back to the office. 

Do not go into the whys and wherefores of 
things. Pay no kind of attention as to what 
a 3 per cent reserve or a 3% per cent reserve 
means. The Travelers Insurance Company is 
paying men at the home office large salaries to 
do the worrying on such matters. The only 
thing that concerns you is—how to get at a 
man, and how to get his application. 

The best plan -is not to let a man do any 
talking at all. You can do his thinking for 
him, ask the questions and answer them your- 
self. Do not attack a man directly, but get 
around behind him, as it were, and lead him 
into your way of thinking. Keep on building 
up, and always assume that he is just on the 
point of insuring. Never leave yourself open 
to a negative. Do not give him a chance tu 
say “No.” Never ask a man, “Won't you let 
me write yOu up for a policy?” But at the 
proper psyschological moment (or a little be- 
fore) get out your application and ask him 
who he wants to make it payable to, and go 
ahead and fill it out. It is often very easy to 
insure a man, and when you leave his office he 
has not the remotest idea how he came to do 
it. He had no intention of it and, if he 
thought about it at all, did not think he 
-needed it. But you blow in there, full of energy 
and enthusiasm, and just carried him right 
along with you bodily, 

Whenever possible, collect the premium at 
the time you take the application. A man 
need not know but that is the usual and un- 
varying method of procedure. You bring the 
application to the office, get your commission 
and we mail him the policy. The other way is 
to bring the application without the check or 
money for the premium, sit down and wait 
until the policy is written, go back to the man, 
sit down and wait half an hour until he reads 
the policy all over and asks a lot of unneces- 
sary questions about it, and then get your 
check—maybe. Of course, it is not possible 
in all cases to get the premium with the ap- 
plication, but it is self-evident that that is 
the best way whenever possible. 

Start out in the morning with a long list of 
names—say, fifty, and try to see every one of 
them. Opposite every name make a memoran- 
dum of just what took place during your in- 
terview with him. Keep in mind what he said 
and what you said. If he has an accident pol- 
isy, do not fail to find out the name of the 
company, the date of expiration, and the 
amount of same. Then when you get back 
to the office make a memorandum to go and 
see that man from three to four weeks before 
his policy expires. If he has no accident pol- 
icy and tells you that he is too busy to talk 
to you about it at that time, do not lose track 
of him, but keep going around there at differ- 
ent intervals until he is forced to give you 
a hearing. If he says, “How much does it 
cost?” or “What company are you with?” or 
anything of that sort, there is your opportu- 
nity. Land on him good and hard, and keep 
doing so until you get him. 


+ SF SF 


Wonderfully simple, but marvelously cer- 
tain—life insurance. 
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LIFE INSURANCE OPPORTUNIST 
SEEN IN HENRY C. LIPPINCOTT. 


The life insurance agent ought to be inter- 
ested in man as a social factor. He should 
know much concerning man’s social relations 
to his fellows, not that he may become a so- 
ciologist, but because life insurance is the 
greatest single factor in man’s social rela- 
tions to-day. Life insurance emphasizes the 
fact that man is bound to- man by ties which 
he cannot shake off even if he would. Prob- 
ably at no time since it was uttered has the 
truth involved in Cain’s query, “Am I my 
brother’s keeper?” been more clearly recog- 
nized than in this the dawn of the twentieth 
century. 

This social side of man, his relation to his 
fellows, his relation to the State, his obliga- 
tions to both, form in the last analysis the 
great foundation of life insurance. The man, 
therefore, who would get the truest grasp of 
the possibilities of life insurance, must take 
into account those needs of man which the 
scholars have grouped under the head of so- 
ciology. He may not have read a single work 
upon this subject, nor may he be familiar with 
any of the names which have helped to ad- 
vance this particular “ology,” but he must 
have felt the constraining power of this rela- 
tion between man and man which lies at the 
base of all such studies. 

Ne 

There is probably no man prominent in life 
insurance to-day who has given the subject of 
life insurance and the social relations of man, 
as careful study as Henry @ Lippincott of 
the Penn Mutual Life. A careful observer 
and a close student, none of the great social 
movements of the last twenty-five years have 
escaped consideration at his hands. Not a 
crank, not a wearisome rider of a hobby, but 
a clear headed business man, who has real- 
ized that his business is one of wide reaching 
influence and importance. He has compre- 
hended very clearly the place of life insurance 
in the social organism. It is easy enough to 
find men in life insurance as well as in other 
lines of effort prone to ride hobbies. They 
see one thing and see it clearly, but sometimes 
lose the sense of the larger relationship. This 
is not the case with Mr. Lippincott. His in- 
terest in social relations has not lessened his 
effectiveness in any way as a director of 
agency work. He keeps in close touch with 
the field and the reports of the company from 
year to year show that the agents are suc- 
cesses in the matter of writing business. 

There are many difficulties in the way of 
the soliciting agent in the life insurance field. 
He is continually meeting with problems 
which for their successful solution require wise 
advice and guidance from the home office. 
The man who gives this advice and fur- 
nishes this guidance must not only compre- 
hend the difficulties of the individual agent, 
but also his relation to fhe agency force as a 
whole, and the relation of that agency force 
to the progress of the company. The faculty 
of wise and successful guidance, of stimula- 
tive appreciation of good work, of inculcating 
recognition of the need of leadership, marks 
the successful .superintendent of agents. This 
is true, whether the work be mainly from 
the home office or mainly in the field or a 
combination. In all these particulars, H. C. 
Lippincott has demonstrated his ability as a 
life insurance administrator applying the word 
to the business getting side. 

‘e 


The literature side of life insurance solicit- 
ing is important. The kind of helps. which 
are placed in the hands of the soliciting 
agents, eXerts a large influence upon the suc- 
cess achieved. One man may have a clear 
conception of a life insurance truth, but lacks 
the faculty of happy expression. Lacking this 
expression, the truth sought’ to be conveyed 
loses much of its effectiveness. The agency 





literature of the Penn Mutual is of a high 
order. It is attractive. It is tersely stated. 
it conveys the truth sought to be utilized in 
such a way as to command the attention of the 
man who is asked to read it. it combines the 
two essential factors of sound life insurance 
argument and attractive phraseology. This 
work is both advertising and teaching life in- 
surance. ‘The object ot the advertisement is 
to catch the eye and win the attention. The 
teaching part is to entorce a truth when the 
attention is secured. It is in this phase of 
helping the agent to secure business that 
H. C. Lippincott has done especially valuable 
work. Not as catchy as the pithy saying of 
James T. Phelps, but going deeper into the 
subject without becoming learned in a weari- 
some sense. 

To sit down and talk over any of the nu- 
merous questions affecting the life insurance 
business with H. C. Lippincott is to get a 
broader view, a larger knowledge and a 
clearer definition. As a conversationalist, he is 
particularly strong. You feel that here is a 
man who understands the business he is en- 
gaged in thoroughly and who is able to give, 
in conversational form, helpful knowledge 





FOUNDATIONS OF SAFETY 


Have you ever realized the causes that 
make an old-line insurance company able 
to fulfill all its contracts and afford ab- 
solute security to its policyholders? It 
may interest you to learn. 

I. Old-line life insurance is based on 
a mathematical certainty, the law of aver- 
age mortality. 

2. The premiums in the early years 
being more than the actual cost for those 
years, allows the accumulation of a re- 
serve, further increased by means of in- 
terest earned on its investment, to meet 
the heavy cost of later years when the 
actual cost would be too great a burden 
to be carried. 

3. It is safeguarded by the selection 
of risks by medical examination. - 

4. Interest earnings conservatively fig- 
ured, with a margin for decrease in the 
rate of interest. 

5. No investments in stocks or bonds 
of manufacturing and mining companies 
in any event, or in the stocks, or bonds 
of any private corporation upon which 
a regular dividend shall have been passed 
or interest defrauded at any time within 
three years prior to such investment ; ‘and 
no loan can be made upon the security of 
the stock of any mining company ; and no 
loan can be made upon the stock of any 
manufacturing company whereof the mar- 
ket value is less than the par value, unless 
guaranteed by some responsible party. 

Investments, it will be seen, therefore, 
are practically limited to first-class rail- 
road, trolley, gas, electric light, and na- 
tional bank bonds and stocks, bonds of 
cities, counties, districts, states, and gov- 
ernment, real estate mortgages to the ex- 
tent of one-half their value only, and on 
its own policies to 90 per cent of their 
value. And all investments must be made 
with the unanimous approval of a com- 
pany’s finance or executive committee or 
a majority of its board of directors— 
Travelers Bulletin. 
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concerning the orderly development of life 
insurance. 

While not a great orator, because he lacks 
some of the graces of public speech — that 
some other leading life insurance man _ pos- 
sesses, his public addresses are well written. 
The subject under consideration is intelli- 
gently handled and the day or the week or 
the month or the year after the printed speech 
carries weight with it, a sense of power, which 
some of the silver-tongued 
speakers on insurance topics lack. Mr. Lip- 
pincott possesses a sort of duality. Sometimes 
in conversation he gives you an impression of 
pessimism as regards the future of the life in- 
surance business. Taking a long look ahead, 
he sees what appears to him to be the out- 
come of certain tendencies of the business, 





which do not make for its largest and best 
development. On the other hand, he grapples 
the present day problems and works them out 
as only an optimist can. With what he has in 
hana, with the conditions surrounding the 
business, he works along the line of making 
the best of them and -achieving the largest 
resuits. In this phase of his make-up, H. C. 
Lippincott might almost be termed an oppor- 
tunist. ‘Lhe present is the battleground, and 
the wise general makes the most of the forces 
placed in his hand. His thinking may lead 
him to look with a less helptul view upon 
the future than his present actions would 
indicate. In this he is in quite marked con- 
trast with some other executives whose pres- 
ent actions are governed almost entirely by 
their conception of the future. 

Some would consider this duality a draw- 
back and it is probably true that Mr. Lippin- 
cott’s power of vision combined with his 
opportunist activity, does prevent, in some 
measure, his being the great leader which 
men who see one thing and one only are able 
to attain unto. On the other hand, this dual- 
ity renders him one of the most attractive per- 
sonalities in the life insurance world. We 
like men who possess a breadth of view. 
‘They suggest to us more ideas than does the 
man who sees many things from only one 
point of view. The broad view makes for 
culture, the single view makes for intenseness, 
and culture for every-day purposes is more 
attractive than intenseness. 

Few men keep in more sympathetic touch 
with the great advance movements of the day 
than does H. C. Lippincott. He studies them 
in their various phases. He is quick to see 
the strength or the weakness of a _ popular 
movement. While he has given the larger part 
of his business life to life insurance work, 
he has not been swallowed up by it. On the 
contrary, his is a peculiary open mind, ready to 
consider questions of vital public interest, yet 
reserving the most of his energies for his 
chosen business. Not spectacular in any sense, 
kis name gets into print much less frequently 
than does some of the other men doing the 
same work for other companies does. His 
work, however, is none the less successful be- 
cause he is not so constantly in the public eye. 
Clear-eyed, clear-headed, capable of, much 
cffective labor, H. C. Lippincott is easily one of 
the leaders among those who guide and direct 
agency forces in American life insurance. 


cs Se SS 
“Among excuses ‘just as soon as’ is com- 
monly heard. It has prevented many a man 
y 
from securing insurance he might then have 


taken, many a family from receiving cash they 
might have had.” 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 


THE PROVIDENT SAVINGS LIFE of New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept., 
1301-6 Monadnock Bldg., Chicago. 








The Young Men’s 
Savings Bank Policy 


Sold Only by The Ohio Mutual 


y 
Quarterly or monthly premiums, very much 
below the rates of the ordinary life policy, with 
proportionate surrender values. Large first 
=? commissions and renewals. Send for 
ircular. 


OHIO MUTUAL LIFE INS. CO. 
CINCINNATI. 
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DIVIDEND EXHIBIT ON THE 


THREE RANKING ARMY GENERALS. 


The Massachusetts Mutual is showing an 
exhibit of policies it issued on the ranking 
generals of the army, B. M. Young, Adna R. 
Chaffee and Elwell S. Otis. General Young’s 
policy dates from May 19, 1885, age 45, ordi- 
nary life, $5,000, premium, $192.20." General 
Chaffee—July oy 1884, ordinary life, age 42, 
$5,000, premium, $170.50. General Otis—May 
20, 1884, 20-year endowment, age 46, $5,000, 
premium; $280.10. The dividends are: 


Young. Chaffee. Otis. 
Pe Geers 1885. .. $23.55 1885. . . $28.30 
1886. . . $24.05 1886... 22.65 188 - 27.80 
188 . 25.4 1887 23.75 1887... 30.00 


1902... 47:25 1902... 43.00 1902... 52.30 
1903... 48.50 1903... 44.10 1903... 52.45 
Totals.$656.30 $879.20 


$631.50 

a. ‘S a 
GOOD ARGUMENT ON “CHEAPNESS” 
OF ASSESSMENT LIFE INSURANCE. 


The Canada Life in a pamphlet on the 
“cheapness” of assessment insurance has this 
to say: 

Nine men out of ten who hold certificates 
in asséssment societies will admit the falla- 
cies underlying the d@ssessment system, but 
they will defend their support of the plan they 
know to be wrong by the statement that it is 
cheap. The fact is that assessmentism. is 
not cheap—except as to quality. 

Let us look at the record of these socie- 
ties in MaSsachusetts. There were at one 
time sixty-two assessment societies doing bus- 
iness in that State, but now only two remain, 
and as these two have been gradually changed 
so as to differ in no material respect from old 
line companies, we shall dismiss them from 
consideration and turn to the record of the 
sixty societies which have vanished. 

Briefly, the 60 societies issued certificates 
for assurance of $533,373.726; collected in 
fees, dues and other charges $32,008,725; and 
paid in claims $22,733,680. Of all the certifi- 
cates issued, about four per cent were paid 
to claimants. 

“But,” our assessment friend will say, 
“while I admit that the assessment system 
leads, and can only lead to ultimate disaster, 
it is cheap insurance in the meantime.” 

Of course, on the principle that half a loaf 
is better than no bread, the meager protection 
of an assessment certificate is better than no 
protection at all, but the idea that it is cheap, 
even viewed as a temporary expedient, is quite 
erroneous, as the following illustration wilt 
show. Before proceeding further let us say 
that every figure used is guaranteed in the 
Canada Life contract. There is no estimate 
about it: 

Suppose a young man, aged 25, takes a 25- 
year endowment policy in the Canada Life; 
his yearly premium will be $39.30 per $1,000 
of assurance. But let us suppose that after 
ten years he is unable to keep up his pay- 
ments. He turns to his policy and finds it 
guaranteed therein that he can take extended 
insurance for 15 years longer, and at the same 
time receive a refund of $284 in cash. The 
total cost of his policy for 25 years’ protec- 
tion will therefore be $303 minus $284, a net 
amount of $109, which gives an average cost 
per year of $4.36. Should the assured pay 
premiums for 15 years he would be entitled to 
extended insurance for ten years further, and 
a cash refund of $560. This deducted from 
the total premiums paid, $589.50, would leave 
$29.50 as the actual cash cost of guaranteed 
insurance protection of $1,000 for 25 years— 
‘in average yearly. cost of $1.18. In neither of 
the above examples has the question of sur- 
plus been considered. If that were taken into 
account, the cost in the former example would 
be materially reduced, and that in the latter 















case would be entirely canceled, and a sub- 
stantial profit paid the assured instead. 
With an absolute guarantee against a hazy, 
irresponsible certificate, and the certainty from 
the outset that the actual cost will be much 
less than even the estimate of the enthusiastic 
assessment advocate, what possible argument 
can be advanced in favor of the assessment 


society ? a: we 
USELESSNESS OF RATIOS IS 
SHOWN IN LIFE INSURANCE WORK. 


One of the most interesting tables in the 
Unique Manual is that giving the ratio of 
dividends to premium income of life compa- 
nies for a series of years. ‘Taken as they 
stand, the figures may be made the basis of 
about as many misleading conclusions and 
unfair comparisons as any lot of figures ever 
taken from reliable sources and perfectly true 
and correct. As a dividend-payer the Connec- 
ticut Mutual stands in a class all by itself for 
1902, so far above other companies that there 
iy no room for argument. The Northwestern 
Mutual makes a good showing, but the Union 
Central a very poor one. Such a showing is 
a surprise to anybody at all familiar with the 
repttations of various companies for paying 
dividends. The Connecticut Mutual pays 
splendid dividends, and it ought to. Its busi- 
ness is nearly all participating; a very large 
amount of it is paid up. While a large com- 
pany, as mgasured by assets and insurance in 
force, it has a comparatively small premium 
income. A comparison of dividends earned 
on large assets to a small premium income 


makes a vety favorable showing. The North- 


western, on the other hand, is a growing 


company, with a large part of its business~ 


still yougg and paying premiums. Its pre- 
mium income is large in proportion to its 
assets, and a comparison of dividends earned 
and paid from its assets to so large a premium 
income is unfavorable to it. There is another 
more important factor, however. The North- 
wéstern holds a “tontine surplus” of nearly 
$24,000,000, consisting of dividends due policy- 
holders in the future which they prefer to 
have the company keep for them. The Con- 
necticut Mutual has paid its dividends an- 
nually as they fell due, while the Nortwestern 
Mutual has held them where policyholders 
preferred to have it do so. While it might 
have paid even larger dividends than the Con- 
necticut Mutual on policies on which they 
were due, its ratio of dividends paid to pre- 
mium income would be low. 

The Union Central is a famous dividend 
payer, yet its ratio of dividends to premium 
income for 1902 was about one-fourth that 
of the Connecticut Mutual. Here is a com- 
pany a very large part of whose business is 
“life rate endowments” on which dividends 
are never paid in cash but are added to the 
reserve to mature the policy as an endow- 
ment. It has also considerable non-partici- 
pating business that helps to swell the pre- 
mium income but never receives dividends. 
As a rapidly growing company, too, it has 
a large premium income in proportion to its 
assets. 

These facts merely go to show how utterly 
ufifair it is to judge companies as dividend 
payers from these ratios, as many persons 
are likely to do. 

Nor can the record of an individual com- 
pany be judged any more fairly. A striking 
example of that is the Ecuitable of New York. 
In 1888 its ratio of dividends to premium in- 
come was 10.78. By 1891 it had run down to 
4.78. Then it commenced to rise, until in 
1902 it was 8.30. It was but natural that its 
ratio should run down continually from 1872 
to 1892. During that period its old annual- 
dividend business was running off the books 
and. scarcely any of it was being replaced 
by other business of the same kind. The bulk 
of the business written was twenty-year ton- 
tines, on which no dividends were due until 


1892 or later. As soon as the tontine divi- 
dends commenced to be paid in 1892, the 
ratio of dividends to premium income com 
menced to rise. 

Ratios are interesting things, but they are 
worthless as bases of comparison in many in- 
stances and worse than worthless in the hands 
of-an unscrupulous person, for they enable 
him to draw all sorts of crooked conclusions 
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The hours keep growing into years. Age 
advances with uninterrupted regularity. The 
older one is the greatethe premium that must 
be paid for life insurance. 





WANTED. 


A position as manager, superintendent of agencies or 
assistant thereto, or a traveling special agency, for 
some high-class old line life insurance company. Field 
or office work and any state or locality. Qualified for 
any branch of life insurance work. 

Address “SPECIAL,” care 

WESTERN UNDERWRITER (oO., 
Cincinnati, Ohio. 


Truly an Age of 
Invention. 








THE BENNINGTON, 
A Word Writing Typewriter. 


Destined to make back numbers of existing type 
writers. 

Has new and valuable features of merit, any two of 
which would make a superior machine. 

No larger than existing ty pewriters. 

We are now offering to investors a limited amount of 
stock at 75 certs on the dollar. As soon as we have 
sold enough to complete equipment, manufacture, ad- 
vertise and sell our machine, no more will be offered at 
any price. 

We want a few good men for active official positions, 
who will invest with us. 

If you are interested in the making of a choice invest- 
ment with good prospects of 40 to 60 per cent profit 
and which carries with it first right or preference to a 
good position, write us for prospectus. , 


CAPITAL STOCK, $1,500,000. SHARES, $1.00. 


THE BENNINGTON TYPEWRITER CO., 


304-5 LYCEUM BLDG., KANSAS CITY, U.S.A. 








WE HAVE IT—YOU WANT IT. 


If you do a Life Insurance Business. 
We refer to “Nash’s Combined Applica- 
tion Register and Account Book.” A rec- 
ord of every application, complete in de- 
tail, should be kept in this book. Shows 
all cash transactions and ledger account 
with company, complete record of all 
notes taken, is a valuable reference for 
information concerning the application or 
settlement and prevents errors and mis- 
understandings arising with the company. 
All that a Life Insurance Agent needs 
in the way of bookkeeping is combined 
in this book. A glance at the pages show- 
ing the recapitulation, tells you at once 
the total business written, total declined, 
total premiums, etc., etc., for any month 
or entire year, without adding, subtract- 
ing, figuring, or delay. Yet it is simple 
and indorsed by company managers. 
Price, $190 and 10 cents for postage. 
THE WESTERN UNDERWRITER Co., 
164 LaSalle St., 
Chicago. Johnston Bldg. 
Cincinnati. 
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AGENTS AND ACCIDENT INSURANCE. 

The advisability of life insurance agents 
engaging in the accident business is -a debat- 
able question. Many managers say from their 
experience that it is almost without exception 
a detriment to an agent to “do this. The 
same managers have some misgivings about 
engaging as agent a man who has sold acci- 
dent insurance or one who has been an agent 
of an industrial life company. Their chief 
objection to this kind of training is that it 
gets men into the way of working for small 
premiums and payable * frequent intervals. 
Where a man is selling accident business at 
the same time as life business, it is generally 
considered that he is likely to get into the 
way of trying to sell a life policy, and, when 
he has difficulty in doing so, satisfying him- 
self with the sale of an accident policy at a 
small premium. 

Travelers managers on the other hand are 
likely to be found in favor of agents working 
both lines at once. One of them said recently 
that even a small accident business coming in 
regularly keeps up an agent’s courage at a 


time when life business is slow. Furthermore, 
accident business pays the agent much better 
in proportion to the amount of premium than 
life insurance does, provided it remains in 
force, for he gets twenty-five per cent com- 
mission on renewals as well as on the origi- 
nal premium. Of course, in the case of the 
Travelers, the company gets the business 
whether it be life or accident, while in a purely 
life company the general agent or manager 











LIFE UNDERWRITERS’ 
POCKET RECORDS. 


Our form 500 is arranged for solicit- 
ing agents to keep memoranda of naine, 
address and business of “prospect,” date 
of birth, change of rate, companies now in, 
amount, premiums, when due, dates of in- 
terviews and appointments. Comprises a 
complete record for the life insurance 
agent. Bound in manilla, 25 cents each. 
Flexible leather, 75 cents. 

Tne Western UNDERWRITER CoMPANY, 


Cincinnati-Chicago. 














counts. everything except writing life insur- 
ance an interruption. In large cities a great 
many life agents write accident insurance, evi- 
dently considering it to their interest to do 
so.. In small towns, where life prospects are 
scarce, it would seem,.to be even more neces- 
sary for agents to do so in ordér to make a 
reasonable income. 


PAYROLL AUDITOR 


Yu WANTE D.~vryv 
ONE WHO UNDERSTANDS 
EMPLOYER’S LIABILITY 
INSURANCE POLICIES, 
AND WHO KNOWS ABOUT 
BOOKKEEPING IN GENERAL AND 














United States Casualty Co., 141 Broadway, N. Y. 
EDSON S. LOTT, Secretary & General Manager. 








UNDERWRITERS’ 


PUBLISHED BY 


The Western Underwriter Company, 
CINCINNATI AND CHICAGO. 


Underwriters’ Hand-Book of Michigan, Published Biennially. 
Underwriters’ Hand-Book of Ohio and West Virginia, 


Published Annually. 





The most complete publications of the kind issued. 
General, Special and Local Agents. Agency Directory, Company 


Statistics, Town Information. 


HAND-BOOKS, 





Something the People Want—The Annnity Contracts 


::———ISSUED BY THE——:: 


EMPIRE MUTUAL ANNUITY & LIFE 








INSURANCE CO. OF ATLANTA, GA. 








In use by 


APPLY AT ONCE. 
, 








THEY ARE EASY TO SELL 


Because they are safe and profitable to the policyholder. 


AGENTS WANTED 


Home Office, ATLANTA, GA. 




















Company: 


western agents. 











Men oi Character are attracted to the 
Agency Force of the Northwestern 


Because the Northwestern accepts busi- 
ness only from regular agents of the 


Because Northwestern policies command 
100 cents on the dollar. 
has been prohibited for 10 years. 


Northwestern commissions are for North- 


Best REsuLts To Poticy-HoLpers. 
Most ATTRACTIVE PoLiciEs. 
Issues PARTNERSHIP AND CORPORATION INSURANCE. 


For further information or an Agency, address: 


H. F. NORRIS, Superintendent of Agencies. 


Rebating 




















Northwestern 


Mutual Life Insurance 
Co. of Milwaukee. 


H. L. PALMER, Presidr nt. 


Assets, Jan. 1, 1903, 


Liabilities, including $25,424,594 
surplus accumulations held 
to meet tontine and semi- 
tontine contracts,..... 


General Surplus, 


Business of — largest in history of © 


Parelg Mutual and transacts business only in 
the United States. 


The 


J. W. SKINNEP,, Secretary. 
Organized 1857. 





$165,042,435.33 





ompany. 

















TWENTY-THIRD ANNUAL STATEMENT OF 





THE BANKERS LIFE ASSOCIATION OF DES MOINES 


FOR THE YEAR 1902 


ASSETS. 
Securities Deposited with the Auditor of State............ 
Cash. 
Ee Pe nahdes > doo avekoeviestictivnes bap eabess pisa pass ve 
E. E. CLARK, Vice-President. 


DR. GEO. GLICK, Medical Director. 
DR. F. J. WILL, Medical Examiner. ’ 





$5,604,54 91 


EDWARD A. TEMPLE, President 
SIMON CASADY, Treasurer. 

P. M. CASADY, Assistant Treasurer. 
J. M. BACHTELL, Auditor and Assistant Secretary. 


PUBLISHED JANUARY I, 1903 


LIABILITIES. 








Increase in Reserve Fund in 1902 
Smsurames tn Worcs Wee. O05 BGO, « oii <.c sins co ose6 cbc cc ndes cacd ovecees 178,534,000.02 
Average Payments of Members for each 1,000 Insurance carried in 1902 9.05 


Death claims proven and unpaid... 2.2... 000. ceccceeccecccccceeveses sees None 
Sees OG HOGI aoa oid ons kone note nc Pouch cc give cetahbas'tdas «i ¥a0t $ 78,000.00 
SRE GE POMBO | ook vaisid- Reobuns dues Shedd ve Sakw ng bc B0cbwcs cavadonas sii coseker 9,430.70 
Nn terre tr Ope be ee 5,517,118.21 
155,972,19 -—— 
$5,604,548.91 

Sains onan Rite 949,292.34 : 

Increase in Guarantee Fund in 1902 ........... cceececes cece cectcceucess $ 340,707.00 


335,129.77 


CARRE eye HERE EOE ED ween wee eee eee 


H. 8. NOLLEN, Rocuetery. 
GEORGE KUMNS, Field Manager 
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Sveen, Westby; Leonard Lottridge and 
McEldowney, West Salem; Achilles Ewers, Reads- 
town; Gustav Buchheit, Watertown; Nels 0. 
Peterson, Soldiers’ Grove; Ambrose Gemmill, Bara- 
boo; George H. Seely, Menomonie; 8S. Breese, Jr.. 
West Allis; Anton B. Galby, Chetek; Sewell and 
Albert Peterson, Bloomer. 

Prussian National—Freeman G. Gilkey, 
Rapids. 

Rochester German—Michael 
Nellie G. Todd, Chippewa Falls. 

y y r, Glenwood. 

Sea & Lake—James H. Harper, Frederick J. 
Wildner, Robert J. Shields, Superior. 

Security, Conn.— J. Newald and A. 
Gillett ; Chilton; G. B. 
kesha. 

Spring Garden—Eugene A. Shores, 
Amos Holgate, Marinette; Henry W. 
Oconto. 

State—Emma C. Main Madison. 

Svea—Quincy A. Matthews, Milwaukee. 

Traders—I. N. McComb, Brillion; L. A. 


Andrew 


Grand 


Harkin, Kenosha ; 


Karm, 
Lee, Wau- 


L. 
Andrew Noll, 


Ashland ; 
Hennigs, 


Hodges 
Madison. 


Oregon ; 


Van Beloit ; 


Bangor ; 


Doll, 
Zimmermann, Waupun. 
Hail, Tornado 


Marsh- 


and J. J. Tschudy, Monroe. 

CITY AND VILLAGE APPOINTMENTS. 
Campbellsport Mut.—W. W. Collins, Madison ; 
City 

Bullock, Beloit. 
Aikin, 
jert Bailey, Mazomanie. 
Clinton ; Edgar D. Bul- 
lock, Beloit. 
town - 
Smith, 8s. W. 
Southwestern Wisconsin Mut.—R. D. 
field; Louis E. 
& Cy- 
Merchants & Bankers Mutual—G. O. 


Union, Eng.—Emma C. or 
++ 

The following are recent agency appoint- 
ments of city and village mutuals: 
Bert Bailey, Mazomanie; C. W. Van Aikin, Be- 
loit. 

of Jefferson Mut.—Norris Getts, 

Edgar D. 

Kewaskum Mut.—cC. W. 

Merchants & Bankers Mut.—William Wright, 
Jefferson; J. L. Pangborn, 

Watertown Mut.—C. W. Van Aijkin, Beloit; 
Bert Bailey, Mazomanie; David Schweiger, Water- 

Wisconsin Mut.—R. D. 
Brown, West Salem. 

Smith, 

Bangor; S. W. Brown. West Salem. 

City of Jefferson Mutual—Fred 

Farmers Home Mutual 
clone—I., Sethes, Sheridan. 

Haugen, 

Stoughton ; E. M. — - % 
. P. Worthing, 


Fond 
du La 

City” ‘of Jefferson Mutual—J. C. Brandel, 
Atkinson; E. M. Ladd, Edgerton; G. 
Stoughton. 

West Bend Mutual—William Albrecht, Jr., 
Wausau. 

City of Jefferson Mutual—George W. 
Juneau. 

Merchants & Bankers 
Moody, Richland Center ; 
Washington: George W. 
Ludtke, Markesan: Gustavus Stolz, Beaver Dam; 
Norris Getts, Oregon: Louis E. Zimmerman, Wau- 
pun; H. E. Megow, Princeton. 

City of Jefferson Mutual—c. Pfeifer, 

Chesack, Athens; G. 


Fort 
O. Haugen, 


Morse, 


Mutual—George S&S. 
Charles F. Eckel, Port 
Morse, Juneau; C. W. 


Plymouth ; 
Ilenry Pogenorth, West Bend. 

Mayville Mutual—T. T. 
Telinde, Waupun. 





WISCONSIN NOTES. 


The Agricultural has retired from the 
agency of Bowes & Nichols of Milwaukee. 


The local club at De Pere, Wis., has adopted 
the new rates and they have gone into effect. 


A. F. Hebgen, who becomes special agent of 
the German of Freeport in Wisconsin, will 
assist his father, Gust. Hebgen, the state 
agent, who has grown old in the service. 


The assembly rooms of the Milwaukee board 
were opened a few days ago, they having 
been overhauled and redecorated. Refresh- 
ments were served during the opening day, 
end several local agents gave talks. 





INDIANA NOTES. 


According to papers filed by the Union Trust 
ompany of Indianapolis. as administrator of 
he estate of Danforth Brown, late president 
f the Indiana State Board, his estate is valued 
it about $20,000. 


\ big fire cistern at the plant of the Krell- 
rench Piano Works, Newcastle, Ind., sud- 
nly collapsed, weakened by a trench ex- 
ated too close to the wall. It was 110 feet 
g, 15 feet wide and 10 feet deep. 


\ mop started a-fire which did about $5,000 
mage to a business block at Greencastle, 
d. The mop had been used to oil the floors, 
er which it was put away in a closet and 

door closed. Spontaneous combustion re- 
ted. 


judge McMaster of the Superior Court, In- 
napolis, has authorized the receiver for the 
rnon Insurance and Trust Company to ac- 
t $200 in cash from the Woodward and 
ornton agency, Bloomington, Ind., in settle- 
nt of notes for $731.64. This agency was 
ed into failure by the collapse of the Ver- 
company. The amount offered is a com- 
mise tendered by the wife of one of the 
embers of the firm. 





‘THE WEST AND NORTHWEST 


PROTEST AGAINST OPENING OF RATES 


Some of the Newton, Kan., Local Agents Say 
Company Action Was Due to Selfish- 
ness and Greed. 


The following protest comes 
the agents at Newton, Kan.: 


The undersigned fire insurance agents of 
Newton, Kan., feel that our own interests and 
those of our companies warrant an expression 
from us concerning the events of the rate war 
inaugurated in our city during the past few 
weeks. When advised that the rates were de- 
clared off, it was our unanimous conviction 
that the situation did not warrant the extreme 
measures threatened, and we appealed to the 
field men who appeared as the advance guard, 
to adopt a course, which, in our judgment 
then, which is unaltered now, would prove 
more effective of the reform sought and less 
destructive of the interests involved. We did 
not think we were the only offenders, the acute 
competition being as much due to the short- 
comings of companies and special agents as 
ourselves. As we were given to understand, 
the “disciplining” or “regulating” was decreed 
necessary because of an alleged unequal ap- 
portionment of business between classes of 
companies. Our assurance that we could, of 
ourselves, with small support from the com- 
panies, reform any injustice in the condition 
complained of, was treated with derision, and 
the conflict was inaugurated, despite our pro- 
test. We wish to record our conviction that 
the attack was not justified under the cir- 
cumstances, and that selfishness, more than a 
desire for exact justice, was the inspiration of 
the conflict. 

M. Glover, representing Continental, 
Northwestern National, Milwaukee Mechanics, 
Security, American of Pennsylvania, New 
Hampshire, Western of Canada, London As- 
surance, American Central, Western Under- 
writers. 

E. S. McLain, representing Germania, Dela- 
ware, Reliance, Glens Falls, Agricultural, 
Firemens of Maryland, Shawnee. 

John H. Murphy, representing Sun, Home of 
New York, Royal Exchange, Spring Garden, 
Girard, American of Newark, Prussian Na- 
tional. 

S. D. Williams, representing Royal, Will- 
iamsburg City, German of Freeport and Co- 
lumbia. 


from some of 





BERWALD COMPANY AGENCY TO DISSOLVE. 

The incorporated agency of the John Ber- 
wald Company of Davenport, Ia., will dissolve 
January 1. Ben H. Hornby and John H. Ruhl 
will take the fire companies and John Berwald 
will take the life 
agency. 


insurance and steamship 


at ++ 


DAUGHERTY TAKES HOLD. 

The American Guaranty Fund Mutual of St 
Louis at a stormy meeting of directors ousted 
J. E. Werth, president and general manager 
since its organization. and his brother, J. 
Louis Werth, the secretary. J. W. Daugherty, 
manager of the Laclede Mutual and Mercan- 
tile Town Mutual, will now also manage the 
American Guaranty Fund. 
fund of $150,000. 


It has a guaranty 
It is said the company lost 
money under the old management. 
++ ++ 
SUIT TO COME UP. 

The suit at Burlington, Ia., involving the 
question of whether irresponsible or wildcat 
held as 
loss comes up this week. 


contributors to a 
In this instance the 
assured is endeavoring to throw out the “wild 
cats” under a peculiar Iowa law. 

+e ++ 
MAY BE SKIRMISHING IN NEBRASKA. 
It is expected that there will be considerable 


companies can be 


skirmishing in Nebraska until local boards are 
organized in the different towns. The West 
ern Union has given permission to companies 
to protect their business in all towns except 
Lincoln and Omaha where there are no local 
boards, The governing committee states that 





local boards will be organized as soon as pos 
sible through the medium of the field men’s 
association. This action as to Nebraska was 
taken largely because some of the important 
companies, like the Home and Aztna 
not join the field men’s association. 


would 
Consider 
able criticism is heard in some quarters as to 
the governing committee's action. 
++ at 
RATES OFF AT SALINA. 

Companies report that the local agents are 
taking advantage of the opening of rates at 
Salina, Kan., to 
possible, at the lowest rates. 


secure as much business as 
Some compani:s 
are disgusted with the rate question in Kan 
sas and talk of retiring from the State. 
++ a+ 
DEATH OF JUDGE LEECH. 

Judge William B. Minneapolis, 
who formerly was compact manager for St. 
Paul and has been doing independent adjust 
ing during the last few years, died a few days 
ago. He formerly lived at Cedar Rapids, Ia., 
where he was judge of the Superior Court 
and mayor of the city. 
Agent Walter C. Leech, of the Norwich 
Union. Judge Leech was a most able and 
estimable gentleman. 

aH ++ 
NEBRASKA TAX LAW. 

The decision of the supreme court commis 
sioners of Nebraska on the taxation question 
will before the 


Leech of 


His son is General 


come court in the 


three commissioners 
who passed on the question, one holding that 
the law was constitutional, another claiming 
that the entire revenue law was invalid, and 
the third holding that only the insurance part 
of the law was invalid. It is plain to be seen 
that the commissioners did not desire to wipe 
out the entire revenue law of the State. The 
insurance companies made their returns under 
the old tax law and are endeavoring to force 
its acceptance. The present law is very loosely 
drawn and it is expected that it will be held 
unconstitutional by the supreme court. Om 
aha, for example, seems to have gone beyond 
the text of the law, claiming its rights under 
the city charter to tax the full gross pre- 
miums of companies. 


supreme 


near future. There were 





GENERAL WESTERN NOTES. 


The local agents of Waterloo, 
organized a local club. 


Iowa, have 

The Queen has appointed 
St. Joseph, Mo., agent. 

The Manchester has gone to the 
Christy Company at Des Moines. 

The Prussian National appoints Crissey & 
Lemmon agents at Warrensburg, Mo. 

The Western 
Martin Gouldin, 


A. S. McGhee of 


Harter 


Assurance Company appoints 
Marshall, Mo., as agent. 


Byrne & Harkins of St. Louis have secured 
the city agency for German of Pittsburg. 


D. L. Rose of Mankato, Minn., has sold his 
fire insurance business to Theodore Williams. 
Mr. Rose will look after the casualty branch. 


H. Lockett, the manager of the Insurance 
Survey Bureau, has been in Des Moines re 
cently inspecting the electric wiring and fire 
protection of the city. 

Charles D. Hirst, who has been connected 
for several years with the Citizens of Missouri, 
has been appointed special agent for Missouri 
for the Pheenix of Hartford. 

Kempton, Ind., has awakened to the neces 
sity of having some kind of fire protection a 
little more modern than the bucket brigade. 
It has advanced one step higher by purchasing 
on trial a hand fire engine. 

The Insurance Company of North America 
makes the following new appointments in Mis 
souri: Harris & Newman, Lockwood; John A 
Livingston, Cassville; William C. Hughes 
Montgomery City; Gideon Matter, Maryville, 
Wall & Whittemore, St. Louis; David C. 
Woods, Mt. Vernon; Lauderdale & Cooper, 
Monett ; a? T. Fugate, Queen City, and 
William A. Horn, Harrisonville, 
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LIFE INSURANGE. GIRGLES. 


SECURITY WILL CHANGE. ITS RATES. 








Guarantees to Be Increased and Some Addi- 
tional Liberal Features Will Be Added 
in the Policy. 





On January 1 the Security Trust & Life 
will reduce its rates and increase its guaran- 
ties. Its rates now are practically the same 
as those of the Equitable and New York Life. 
The company has concluded it can do busi- 
ness on a little less loading. Heretofore cash 
values have not been given till the end of the 
fifth year. Hereafter they will be given after 
the third year. From the end of the third to 
the end of the ninth year there will be a 
surrender charge; after the ninth the full re- 
serve will be given. Loans, extensions and 
paid-up insurance will be granted after the 
third year. 





DETROIT LIFE MEN HOLD A MEETING. 


Nathaniel Reese Pays His Respects to the Pre- 
liminary-Term Plan, Claiming It Is 
Unjust. 


The regular monthly meeting of the Michi- 
gan Life Underwriters Association, which was 
held last Monday evening, with dinner at the 
Fellowcraft Club, Detroit, was very well at- 
tended. After the repast the members were 
treated to a most enjoyable musical program, 
followed by recitations and stories. 

The members decided to extend an invita- 
tion to Robert A. Clark, manager of the 
Pheenix Mutual for Western Pennsylvania, to 
attend the meeting in January. 

The “Round Table” exercises, conducted by 

A. Stringer of the State Mutual, were taken 
up and aroused considerable discussion. Un- 
der the caption, “What Are the Component 
Parts of a Premium?” Nathaniel Reese of the 
Provident Life & Trust of Philadelphia read 
the following paper: 

“I believe it is contended by the advocates 
of preliminary term insurance that the main 
object of the clause is for the purpose of 
enabling new companies to enter the field of 
life insurance and compete with the older and 
established companies. In the early history of 
life insurance we all know that the commis- 
sions paid to agents for new business was from 
10 to 15 per cent, but the up-to-date business 
methods now compel companies to pay from 40 
per cent up,.and I think, from recent develop- 
ments, the limit in some cases has been re- 
moved entirely. 

“Of course, we also know that the first 
year’s premium will not pay the cost of secur 
ing new business and leave a balance sufli- 
cient to meet the reserve required at the end 
of the first year, hence companies are com- 
pelled to borrow temporarily from their sur- 
plus an amount sufficient to make up the de- 
ficiency during the first year of a policy. The 
companies writing first year term insurance 
are not compelled to put aside any reserve the 
first year, consequently they can use, after 
providing for the mortality cost, the entire 
first year’s premium for expenses. 

“No one at all acquainted with the business 
of life insurance has the slightest doubt as to 
the purpose of the so-called ‘first year’s term 
insurance,’ and to state the facts plainly, it is 
simply a scheme to obtain more money for 
the expenses of the business than is provided 
for by the loading on the premium. 

“But, I wish to ask, is it justice to the peo- 
ple whom we solicit and in accordance with 
the lofty principles of this great beneficent 
business of life insurance? Does the applicant 
get equity for his money? 

“There is perhaps no business transactions 
among men, defined by written terms, that is, 
in some cases, so one-sided and absolutely 
blind to the applicant, as the modern life in- 
surance policy. 

“We are told to be honest, and we sometimes 
sell insurance because people buy it on the 
assumption of our respectability, integrity and 





good character, and knowing this and realizing 
it in its highest sense, we should always preach 
the truth; yet, I doubt very much if the con- 
tract containing the ‘first year term’ clause 
is ever fully explained to the applicant, and 
if it was he certainly would not buy it, for it 
is hardly conceivable that anyone in his senses 
would pay $494 at age 30 for a policy of $10,- 
000, which is only worth and can be bought 
for $126.48. 

“Let me ask you as insurance men, Would 
you buy it? From what I have said you will 
readily see that the applicant is required to pay 
$494 for a one-year policy that can be bought 
for $126.40, or a clear overcharge for no bene- 
fit whatever of $367.50. Or suppose we put it 
this way: Two men call at the company’s 
office to apply for $10,000 insurance. The first 
takes a straight term policy and is told that 
the cost is about $126.40, and the other party 
wants a 20-year endowment and is told that 
the cost is $494. Here we have an example of 
two men supposed to be carrying different con- 
tracts, while in fact they are identical, and the 
man carrying the 20-year endowment will find 
that his policy contains the harmless little 
clause, ‘term insurance for the first year.’ The 
company has pocketed $367.50 by the transac- 
tion and the money has been taken from the 
applicant without giving him the slightest pre- 
tense of an equivalent of any sort whatever. 

“There are many phases on the subject to be 
looked into if time would permit, but it is 
hardly fair to give one company advantage 
over another during the first year, and I pre- 
sume if all the companies would adopt the pre- 
liminary term feature for one year, then some 
companies would want it for two, or may be, 
three years. 

“Tn conclusion, I quote from the Massachu- 
setts insurance report for 1900: ‘Certainly no 
applicant in his sober senses, if he knew the 
actual facts, would for a moment entertain 
such a preposterous waste of his money. It is 
fiction and a subterfuge, and, even if a com- 
pany by skillful, evasive wording, and the 
agent, by false presentation, succeeds in foist- 
ing it upon an applicant, it is obtaining money 
under delusive and unworthy pretenses, and is 
a plan of deluding which no State or court 
ought to permit or condone.’” 

The “Round Table” talk is to be taken up at 
the next meeting in January. 





MUTUAL LIFE APPOINTMENTS. 

W. J. Cantrell, recently with the Penn Mu- 
tual Life agency at Birmingham, Ala., has de- 
cided to make Nashville his future home. He 
will hold an important position with the Ten- 
nessee department of the Mutual Life of IIli- 
nois at that place. 

William Law Murphree, a nephew of Chas. 
Egbert Craddock, will, on January 1, accept a 
general agency contract with the Mutual Life 
of Illinois. Mr. Murphree is now with the 
New York Life at Nashville. 

H. A. Huff, superintendent of public edu- 
cation at Corinth, Miss., will retire from pub- 
lic school work on January 1, to begin work 
in West Tennessee for the Mutual Life of 
Illinois. 

W. Percy Crenshaw, the energetic superin- 
tendent of agencies of the Mutual Life of 
Illinois, will soon visit the leading southern 
agencies of that company. 

+t +t 

TRAVELERS NEW POLICIES GOING WELL. 

John B. Lunger and John L. Way, re- 
spectively first and second vice-presidents of 
the Travelers, were visitors in Cleveland last 
week. They report that the company is now 
receiving a considerably larger proportion of 
applications for participating business than 
was expected. At the Cleveland office, where 
nearly all the men are old agents, trained to 
sell stock-rate business, about three-fourths 
of the applications thus far in December are 
for participating insurance. This is no cri- 
terion for the entire field, however. There is 
an opinion held by certain insurance men that 
the dividends on these early Travelers policies 
are likely to be great. The dividends will be 


a gift from the surplus that now belongs to the 
stockholders, and the company will make it a 
liberal one for-policy’s sake, is the way they 





figure. Such a prospect appears very reason- 
able, and it is no wonder Travelers agents 
are selling considerable participating business. 





W.S. TUPPER ON ADVANCES TO AGENTS 


Vice-President of the Conservative Life Deals 
Out Some Boy Blows to a Custom in 
the Business. 


Vice-President Tupper, of the Conservative 
Life, in his company paper says as to advances 
to agents: 


“Every payment of money to an agent oe 
he has earned the same is a blow struck : 
business-like field methods. Not only does the 
‘advance’ demoralize field conditions gener- 
ally, but, worst of all, it demoralizes the agent 
himself. Many an agent chronically in debt to 
companies or agencies might have been inde- 
pendent and self-supporting had he not been 
started on his insurance career in this per 
nicious way. No other business in the world 
would tolerate the practice of paying a man 
for results before the same were achieved. 
The inordinate zeal of companies and agencies 
to get business and agents—quantity rather 
than quality—has occasioned this corrupting 
practice. No self-respecting agent ought to 
desire or ask for money before he has earned 
it; and no self-respecting company or agency 
ought to offer it. The agent with a past rec 
ord in life insurance, or in any other business, 
so unsuccessful or improvident that he can 
not support himself for two weeks or a month 
without asking financial assistance should have 
little claim to the confidence of a company or 
agency. 

“Every good agent is interested in this ques 
tion. The advance given to the insurance 
‘rounder’ generally results in a loss to the 
company or agency. Much has been said 
about the large first year’s cost of business. Be 
this what it may, on any basis it is obvious 
that the greater the losses made in the form 
of advances to insurance adventurers the 
smaller must be the compensation of agents 
who, in the language of the day, ‘make good.’ 
Whether the appropriation for new business 
be large or small, it could be correspondingly 
larger for men w ho produce business, if noth 
ing were paid to men who do not produce 
While companies and agencies should be deeply 
interested in the elimination of the advance to 
agents, which means the practical elimination 
of the insurance ‘rounder’ or ‘grafter,’ it is 
the deserving agent who, most of all, would be 
benefited by this action. 

“The demoralizing effect of the ‘advance’ to 
agents is further seen in the matter of agents’ 
finances generally. The life insurance man 
must be an optimist. He must bear with him 
a spirit of optimism and prosperity. The evil 
effects of this optimistic spirit are found in a 
tendency to spend money too freely in the pres- 
ent, in the expectation that the same will bx 
fully covered by commissions in the future. 
lo the optimistic field man this month and the 
next are ever to be the most profitable. This 
commendable optimistic spirit should not mili 
tate against a prudent hz indling of his own 
affairs. The field man should be independent 
He should be independent in making his con 
nections with companies, and he should be 
independent in handling his own | business 
This independence and freedom of action are 
not consistent with indebtedness to company 
or agency. But companies and agencies cai 
not expect financial independence and good 
business methods on the part of an agent who 
is started in the business on the corrupt and 
pernicious system of advances. 


“After all, the greatest service any company 
can render a producer is to provide oppor 
tunity. No company can give men ability or 
prosperity. It can only offer them the oppor 
tunity to achieve success in the measure of 
their ability and ambition. This is the aim 
of the Conservative Life. We aim to offer th 
largest opportunity. In order that we ma) 
compensate the honest producing agent in th 
greatest degree we are unable to contribut 
anything to insurance ‘rounders’ or ‘grafters.’ 
or even to men of good character who wish t 
experiment in the matter of field work at ou! 
expense. If they start at all we wish them t 
start independent and self- supporting. What 
ever else the Conservative Life may be, it shall 
not serve as an asylum for financial refugee- 
in the insurance business, from whatever quar 
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ter they may come. We know from experi- 
ence that this doctrine meets the hearty ap- 
proval of men in our service, and those outside 
our ranks to whom it does not appeal we cer- 
tainly do not want.” 





GORE’S TALK TO THE YALE STUDENTS. 


Tells About the Computation of the Premium 
and the Various Features Concerning 
Policy Contracts. 


John K. Gore, actuary of the Prudential, 
has delivered five lectures before the insur- 
ance course of Yale, the first four being largely 
technical. The last lecture is a very clear 
exposition of the calculation of premiums and 
interest and a description ofthe features of 
a policy. 

In commenting on the difference between 
participating and non-participating policies, he 
states that the final results of participating 
policies, allowing for the higher premiums, 
should be slightly more favorable to their 
holders than the results of non-participating 
policies, as in order to be safe the company 
must charge a little more than actual cost 
to provide for emergencies. If the emergen- 
cies do not arise, the excess payments are 
not returned to the policyholders in case of 
non-participating policies. These excess 
charges in premiums for participating policies 
would be returned in the form of dividends. 
Practically, however, he says, there seems to 
be little to choose between non-participating 
and participating policies, the results during 
the earlier years being more favorable among 
the former class and in the later years more 
favorable among the latter. 

In speaking of the different kinds of poli- 
cies, Actuary Gore said that for ordinary pur- 
poses term policies are not desirable, as the 
term may expire at a time when the assured 
would most need insurance, but on account of 
impaired health could not pass the required 
medical examination. He made the remark 
that American life insurance companies issue 
two or three hundred different kinds of in- 
surance policies, all of them modifications of 
the main forms. 

In his talk on annuities he stated that they 
are becoming more common in this country 
as time goes on. Experience has shown that 
annuitants live longer than insured persons. 
On that account a special mortality table is 
used in calculating annuity premiums. 

Mr. Gore, in telling how the physical con- 
dition of an applicant affects his standing, 
said that it was not the only basis for accept- 
ance or rejection. The applicant may have 
had certain illnesses in the past which have 
made him peculiarly susceptible to certain fatal 
illnesses in the future. It is important, there- 
fore, to know the personal history of the ap- 
plicant. Again, his habits may have an effect 
on his prospects of a normal length of life. 
lhe character, habits and standing of a per- 
son constitute the moral hazard. It is neces- 
sary also to know the family history of the 
applicant, his occupation and whether he is 
about to go to an unhealthful climate. Mr. 
Gore told the different methods of dealing 
with cases of this kind by giving short en- 
dowments, limted death benefits, return pre- 
mium policies, and the like. In case of haz- 
ardous occupations an extra premium is usu- 
lly charged. 

Mr. Gore gave it as his opinion that assess- 
ment or stipulated premium companies can 
never succeed under their present plans, and 
will not be satisfactory until systematic pro- 
vision is made for the creation of an ade- 
quate reserve. 





HIGHER MORTALITY IS REPORTED. 

The bulletin of the Chicago health depart- 
ment estimates the total number of deaths in 
Chicago for the year 1903 at 28,400, a mortality 
rate of about fifteen in 1,000. This will be 
higher than in any year since 1899, when the 





rate was 15.56 in 1,000. Although the mor- 
tality last month was below the average of the 
previous ten years—13.71 and 13.80 per 1,000, 
respectively—the month has not fulfilled the 
hope that it would continue the decreased rate 
of the previous five months, and so offset the 
high rate of the earlier months of the year. 
The week’s mortality was unusually low for 
the season of the year; compared with that 
of a year ago, it shows a 12.5 per cent decrease 
in proportion to population. The causes of 
death showing the most marked decrease are 
Bright’s disease, consumption, pneumonia, scar- 
let fever and typhoid fever. The acute in- 
fectious cases all show a reduction in the 
number of deaths and in the number of cases 


reported. 


++ ++ 


NATIONAL LIFE APPOINTS MANAGER. 

The Natianal Life of Vermont is rearrang- 
ing its Illinois territory and has appointed 
Milo R. Clanahan manager for southern IIli- 
nois. Mr. Clanahan has represented the Mu- 
tual Life of New York as district agent at East 
St. Louis and Cairo for eight years and knows 
the territory thoroughly. He will make his 
headquarters at East St. Louis. 





NEW DEPARTURE OF THE MUTUAL LIFE 


Establishes a Branch at Chicago to Assume 
Several of the Functions of the 
- Home Office. 


The Mutual Life of New York is the first 
company to start a branch office in Chicago; 
in fact, the first in this country. This step 
has now been taken, and on the first of the 
year a full-fledged branch office will be opened 
in Chicago, with W. B. Carlile in charge. 
Policies of less than $30,000 will be written 
from the Chicago office for the territory which 
it covers. It will have its own medical di- 
rector and resident actuary, the usual duties 
of the home office being carried on without 
reference to the home office. Policy loans, 
cash surrender values and claims will be han- 
dled through that office. Mr. Carlile has been 
manager of the Mutual in Chicago since 1900 
and has. made a conspicuous success of his 
work. He has just been to the home office 
arranging for the details of carrying out the 
new plan. 

General Manager R. H. McCurdy was in 
Chicago recently and found that the Chicago 
office had advanced to such a grade that it 
deserved independent authority. 

Not long ago a report got abroad that the 
New York Life intended to take a similar step, 
not only in Chicago, but in San Francisco and 
other western points, to facilitate the work of 
the western office. An arrangement was made 
in the New York Life so that the smaller pol- 
icies went direct to the policy department, 
without reference to the medical department, 
if they were sanctioned by the medical di 
rector in Chicago. The New York Life will 
probably follow out the plan of the Mutual, 
and it would not be surprising to see the 
Equitable take a similar step in order to meet 
the competition of the Mutual on equal terms. 
This departure of the Mutual is an advanced 
step in life underwriting, and it is one that 
no doubt will be introduced into other western 
cities, so that policies can be secured more 
quickly than allowing them to go through 
the machinery of the home office. 





PROVIDENT SAVINGS PROMOTION. 

E. W. Scott, Jr., superintendent of agencies 
for the Provident Savings, has been in Chi- 
cago the last week, closing contracts for next 
Mr. Scott states that all of the old men 
are staying with the company and reports an 
excellent increase at Chicago, as well as at all 
the southern points he has visited during his 
trip, and considers the outlook for next year 
exceptionally bright. 


year. 


T 





He announces the appointment of F. N. Ar- 


.quarters in Chicago. 


vin as superintendent of the Central Depart 

ment, with headquarters at Chicago. Mr. 
Arvin has been connected with the Provident 
Savings for six years, starting as assistant 
superintendent at Pittsburg. More recently 
he has been manager for Indiana, with head- 
Mr. Arvin has been in 
the insurance business for fifteen years, and is 
one of the largest personal 
nected with the company. 


producers con- 





CLEVELAND AGENTS HOLD A [IEETING. 





J.J. Parker the Star New York Life Man Gives 
a Talk on Essential Qualities in 





Soliciting. 
Another very successful meeting of the 
Cleveland Association of Life Underwriters 
was held at the Hotel Euclid on Monday 


evening just after the close of office hours. 
The association has apparently never before 
found as popular a place for meeting as this 
elegant new hostelry. It costs a little more 
than some of the former places, but it is worth 
it. Some forty or fifty members were pres- 
ent. John D. Van Scoten, having quit the 
insurance business, C. J. Lasbury of the Mu- 
tual Life has been put on the executive com- 
mittee in his place. 

Two most excellent speakers had been pro- 
vided, Rev. Dr. Charles A. Eaton, pastor of 
the Euclid Avenue Baptist Church, and John 
J. Parker, the largest personal writer among 
all the agents of the New York Life. 

Dr. Eaton is a very effective speaker and he 
held his audience to the closest attention as h« 
drew a parallel between the work of a life 
insurance agent and that of a minister of the 
gospel. Some excellent stories made the talk 
the more entertaining, but it was the good 
points, full of inspiration, that he made which 
most pleased his hearers. He was thanked by 
a standing vote. 

Mr. Parker is a very ready talker and has 
the reputation of being a splendid man to stir 
up agents to work. He is a mainstay at the 
New York Life Monday agents’ meetings at 
the Cleveland branch office. He fully sus- 
tained his reputation on Monday night. He 
holds that the two characteristics most needed 
by a successful life insurance man are earnest- 
ness and absence of timiditv. 

The meeting closed with the singing of 
“Auld Lang Syne” to piano accompaniment. 
With such an association and such meetings it 
is no wonder that Cleveland is the cleanest, 
or at least one of the cleanest, cities of its size 
in America as regards the conduct of the life 
insurance business. Representatives of com 
panies that have fought each other for years 
meet on terms of friendship and go away 
with respect for each other that almost pre- 
cludes all unfairness. 





LIFE APPOINTMENTS. 
OHIO. 


tna—Mrs. Mary E. Sherwood, Cincinnati. 
Bankers—Amon PD. Peterson, West Mansfield. 
Equitable, N. Y.—J. J. Roberts, Lima; Chas, Il 


Bloomer, Swanton; A. D. Strong, Elmore; A. G. 
White, Leipsic. ; 

Home—A. 8S. Lougenbaugh, Columbus; Fred A. 
Zehring, Dayton. 


John Hancock—J. D. Kilmer, Troy. 
Massachusetts Mut.—Sloan & Snyder, Cleveland. 
Michigan Mut.—C. J. Nolan, Toledo. 


New York—George 8S. Roberts and G. T. B. An- 
derson, Cleveland. 
Provident Life & ‘Trust—Isaac H. Rodgers, 


Cleveland : Milton H. Matthews, Dayton. 

State, Ind.—R. B. Williams, Worthington; R. C. 
Flack, Wooster. 

WISCONSIN. 

Xtna—F. G. Gilkey, Grand Rapids. 

Des Moines—Gottlieb M. Rihrer, Cochrane; A. 
Norman Anderson, Cumberland; Emil N. Bor- 
resen. La Crosse; Samuel Schaeffner, Fountain 
City; Rudolph A. Heinsmann, Waumandee; Carl 
Rau. La Crosse: Edmund M. Wyllie, Madison: 
Fred Olcott, Henry D. Baker, St. Croix Falls; 
John H. Bunker, Turtle Lake; Stany H. Staboski, 
La Crosse: Aug. L. Grams, Adolph Kohlhaus, 
La Crosse: George M. Stewart, John W. Allard, 
River Falls; F. G. McKenzie, Turtle Lake; Julian 
A. Thwing, La Crosse; John A. Tritsth, Alma ; 


E. W. Waynick, Fond du Lac; B. A. Davis, Mil- 
waukee; G. G. 
H. A. Dyke, EB. E. 


Peck, J. B. Gerlich, B. C. Benner, 
Peck, Milwaukee; H, D, Dennis 
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Baraboo; W. J. Boycott, J. J. Hartle, La Crosse; 
J. F. Judd, Milwaukee. 

Michigan Mutual—John E. Harris, Oshkosh ; 
Charles F. Meiser, Kenosha. 

New York—. A. Carling, Rhinelander; A. J. 
Sullivan, Mellen. 


Northwestern Mutual—Lawrence P. 


Morrissey, 
Appleton ; Martin Schlichter, Neenah ; 


F. J. Pettit, 


South Milwaukee; R. W. Henkel, Milwaukee. 
Travelers—David Janes, Thomas A. Fagan, Ra- 
cine. 


MICHIGAN, 

Massachusetts Mutual—J. E. 

Mutual Reserve—J. } 

New York Life—R. A. Bickford, Alpena; Eu- 
gene Lachance, Mackinac Island. 

l’rudential—N. K. Wood, Hartford; A. C. 
der, Harvard. 

Security Trust & Life 


Vincent, Yale. 
Richardson, Detroit. 


Sny- 
R. P. Nichols, Charlotte. 


INDIANA. 
Etna Life—Vickery-Odell Co., Evansville. 
Equitable Life, lIowa—Burney M. Hutchins, 
Fort Wayne. 


Hlome Life—-Geo. M. Schack, Fort Wayne. 

National Life, Montpelier—Otto Sellers, Muncie. 

Prudential—Frank O. Armstrong, Indianapolis ; 
Dorsey D. Benjamin, Peru; Frank Cooper, Indi- 
anapolis; William Cornwell, New Albany; Albert 
J. Dickerhoff, Peru; Chas. H. Facer, South Bend ; 
Albert Fortune, Indianapolis; Adolph Fimhaber, 
New Albany; Chas. M. Gravatt, Jeffersonville; 
Marry B. Gilles, South Bend; Harry W. Harb, 
Geneva; Archibald Holliday, Indianapolis; John 
W. Harrison, Indianapolis; John J. Jones, Misha- 
waka; Jesse M. Long, Evansville; Frank R. Mas- 
sey, Connersville; Tyree M. McClung, Cambridge 
City: Chas. A. Mallory, Jeffersonville; Caswell L. 
Morris, Corydon; William B. Perry, Jefferson- 
ville: Oliver Smith, New Albany; Clement A. 
Schriber, Evansville; Fred W. Selm, Richmond; 
Amos F. Tinder, Connersville; Winfield A. Thom- 


erson, Bloomington; Jesse E. Vance, Rushville; 
Will M. Young, North Manchester. 
Royal Union Mutual—W. BE. Palmer, Hanover. 





WHAT FIDELITY HAS ACCOMPLISHED. 


Company Celebrates Its Silver Anniversary 
and Tells Philadelphia Citizens About 
Its Growth. 

The Fidelity Mutual Life is sending out its 
silver anniversary greeting to the citizens of 
Philadelphia to show what the company means 
locally in that city. The company was char- 
1878. It now does business 
, having branch offices in all 
When it started its .home 
was in two rented rooms. Now it is the 
owner of a twelve-story office building, paying 
a tax to Philadelphia amounting to $11,100 and 
to the State amounting to $12,000. It started 
with $200,000 insurance in force, and now has 
$100,000,000 insurance in force. It started as 
a mutual company and now has assets of over 
$6,c00,coo. Its original home office force con- 
sisted of three persons. Now over 200 are 
employed in Philadelphia, exclusive of medi- 
cal examiners, and nearly 1,000 elsewhere. It 
had one medical examiner when it started, and 
now has over 8,000 throughout the country. 
As is known, the Fidelity Mutual has a special 
policy gotten up for its quarter century anni- 
versary. 


tered December 2, 
in forty-six States 
the chief 
office 


cities. 





AGENT OFFERED JOINT POLICY. 

With reference to the item appearing in this 
paper recently, to the effect that agents of the 
American Guaranty Company of Chicago were 
issuing policies of the Bankers Life of Iowa in 
connection with its own contracts, the com- 
pany explains that it ascertains that an agent 
of the Bankers at Ottawa, IIl., has been carry- 
ing supplies of the Bankers as well as those of 
the American Guaranty, and that he made a 
proposition to a party offering a joint contract 
in the two institutions. The Bankers states 
that it has no affiliation whatever with any 
other institution. 

++ ++ 
KENTUCKY LIFE MEN TO ORGANIZE. 

The general agents for the State of Ken- 
tucky for the various life insurance companies 
recently held a meeting in Louisville, the ob- 
ject of which was to promote the interests of 
insurance in the State and to foster a friend- 
lier feeling than has been existing in the past. 
It was the first time the general agents had 
ever met in Kentucky, and it was conceded: to 
be an extremely pleasant and harmonious 
meeting. The following officers were elected: 
Dr. J. C. Davidson, president; Sidney Slad- 
den, vice-president, and William Colgan, sec- 





retary. One of the first steps taken by the 
general agents was to organize a life under- 
writers association in Louisville, and with this 
object in view a meeting was called for De- 
cember 15, at which time the following off- 
cers of the National Association of Life Un- 
derwriters are expected to be present: H. H. 
Ward, president; D. M. Baker, second vice- 
president, and Fred Mason, secretary. Such 
an organization has been very badly needed 
in Kentucky, and judging from what the life 
men say the results will be extremely gratify- 
ing to all those interested. 





TELLS OF THE ASSOCIATION’S WORK. 


President Ward Assigns Special Fields to the 
Vice-Presidents—Plan of Expansion 
Being Favored. 


——— * 

President H. H. Ward, of the National 
Association of Life Underwriters, sends out 
the following on the work of the association: 

“I have assigned the detailed care of associa- 
tions among the vice-presidents as follows: 

“To First Vice-president Ireland is assigned 
Pennsylvania, Virginia, West Virginia, Ken- 
tucky, Ohio and Indiana. 

“To Second Vice-President Baker is as- 
signed Michigan, Illinois, Wisconsin, Minne- 
sota, Iowa, Missouri and Colorado. 

“To Second Vice-President Quinlan is as- 
signed New York and the New England 
States. 

“I have requested the vice-presidents to put 
themselves in communication with the secre- 
taries of all the associations in their territory 
and ascertain the exact condition of the asso- 
ciation movement. 

“I am personally writing letters to each 
member of the executive committee, request- 
ing that the matter of association extension be 
taken up at the next regular meeting of each 
association, and at such a meeting the imme- 
diate field be studied, and recommendations 
be made as to the localities in which new asso- 
ciations should be planted. 

“First Vice-President Ireland states that he 
will take up and push the work assigned to 
him after the first of the year. Mr. Quinlan, 
third vice-president, also expects to “do his 
work at that time. Second Vice-President 
Baker has been extremely energetic since his 
assignment, and has had correspondence with 
all the associations in his field, and fruits o7 
his work are beginning to make themselves 
known already. The Chicago association plans 
a special meeting with the Milwaukee asso- 
ciation in the near future. As a further re- 
sult of Mr. Baker’s efforts there is a pros- 
pect of the Denver association reorganizing 
and entering the National association, and the 
Minneapolis association has taken on new life 
and energy. 

“A delegation from the Chicago association 
is to attend a meeting with the Peoria asso- 
ciation. The Chicago association has been 
most energetic and enthusiastic in its support 
of the present administration. I believe that 
some of the members of the Chicago associa- 
tion have the right idea regarding association 
work. No president can possibly do all the 
work of.extension; that work I believe can 
only be solved by the local associations them- 
selves. 

“If each association now in our membership 
would, during the coming year, undertake to 
establish, or at least start and assist in the 
establishment of new associations, the exten- 
sion of our National association would be most 
marked. I believe some such missionary work 
as this to be just as essential to the well-being 
of the local association doing it as foreign 
missionary work is to the success of a local 
church. When all the associations of our land 
enthusiastically take up the missionary idea 
of passing on to their neighbors the benefits 
which result from organization, then we may 
feel that our work has not been in vain. 

“T have had a most satisfactory correspond- 
ence with thirty-two general agents in Louis- 
ville, and prospects are bright for the work in 
that locality.” 





SUE THE MUTUAL RESERVE. 


Gottlieb Keitel and Elizabeth Stock, as co- 


executors of the will of Herman Stock, de- 
ceased, are suing the Mutua] Reserve Life in 





the St. Louis Circuit Court for $5,000. Plain- 
tiffs allege that Herman Stock took a policy 
dor $5,000 with the Mutual Reserve Life on 
November 2, 1882. In 1896 the Mutual Re- 
serve Fund took up the original policy and 
issued a new contract for $5,000 under the 
same number. The plaintiffs allege that on 
May 10, 1901 the association notified Stock 
that it had diminished the value of his policy 
so that he would receive at death $2,629.30 in- 
stead of $5,000, and refused to carry the policy 
longer unless Stock consented to the change 
of value. Stock refusing, the company lapsed 
the policy. By reason of the abandonment of 
the policy the plaintiffs claim they are entitled 
to a return of the premiums paid and 6 per 
cent interest, wherefore they pray for a verdict 
of $5,000 as being the amount of premiums 
paid. 


++ ++ 


JOHNSON EXTENDING HIS BOUNDS. 

C. A. Johnson, state manager of the Wash- 
ington Life, located at Chicago, is now organ- 
izing the field both in and out of the city 
Mr. Johnson intends to have quite a staff of 
agents and make a record for his office. R. M. 
Scanlan, of the agency, is writing a good line 
of business in Chicago. 





TARBELL GIVES DECEMBER POINTERS. 


Advises Agents to Try a New Tonic, Get Well 
Braced Up and Strike Out on Double 
Quick Time. 


In his December letter, Vice-President Tar- 


bell of the Equitable says: 
“Try something new once in a while. No 
matter if it be true that there is actually 


nothing new under the sun, !ook at something 
old in a new light. Turn that case you have 
been working on so long round and round in 
your mind until your vision strikes it from 
a new angle, and maybe you will get an in- 
spiration. I have often done this. 

“If you find yourself in a rut or in the 
‘dumps,’ or not toned up just as you ought to 
be for a race that counts for so much as this 
last month, do something immediately to get 
in condition. Often a very small thing will 
do it. A vigorous walk in the open air, a 
ride, a drive, an evening at the theater—any- 
thing you need most, physically or mente ally, 
that is pleasant, will make things look brighter. 

“You haven’t time for any of ‘that tired 
feeling’ just now. Strong, vigorous, bright, 
quick interviews are what you want to regale 
the public with at this time. A life assurance 
agent should never under any circumstances 
be doleful. A sunny temperament is truly a 
valuable asset in our business and makes a 


.man strong and effective in his arguments, just 


as surely as the sun itself imparts life and 
strength to all growing things. 

“There is one other thing your interviews 
this month should surely be—they should be 
many. Remember, if vou want to get in all 
those applications you have in mind, you will 
have to husband your time very carefully. If 
you miss one prospect, you must be ready with 
the next one without any lapse of time.” 








FIELD AMONG YOUNG MEN. 

The New York Life this week sent out to 
its agents a sample 20-year endowment 20-year 
accumulation policy on the life of John Doe, 
Jr., age 17. The company is urging its agents 
to get out after young men by having their 
parents take out such an endowment on thi 
life of their sons. The company states that 
there are over 700,000 young men who will be- 
come of age in this country this year and ther 
are 4,500,000 other young men between th: 
ages of 15 and 20. The company, therefore 
thinks that there is a great field for wor! 
among these young men who are just coming 
to their majority. 





A. S. Alford, agency director for the New 
York Life in North Dakota, becomes agenc: 
director in St. Paul, succeeding James A 
Campbell, who takes the Fisher branch i 
Chicago, and will assist Supervisor Holtz ii 
the Northwest. 
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LIFE NOTES. 


The Reliance Life has been admitted to the 
District of Columbia. 

The Security Life and Annuity Company 
is writing at the rate of $8,000,000 a year. 

George V. Smith, manager of the Provident 
Savings at Cincinnati, is transferred to Dayton, 
Ohio. 

H. O. Banks, the oldest agent in point of 
service of the Mutual Life at its Chicago office, 
died this week. 

It is stated that the Bankers 
World, a fraternal at Omaha, 
ing moving to Des Moines. 

Vice-President Quinn, of the State Life of 
Indiana, has been in Canada conferring with 
the authorities on entering the dominion next 
year. 

The Missouri State Life has appointed W. 
C. Bragg of Senath, Mo., as general agent for 


Union of the 
is contemplat- 


southwest Missouri, with headquarters at 
Springfield. 
W. H. Sale, who has been fifteen years 


with the Pacific Mutual Life, is appointed su- 
perintendent of agents, with headquarters in 
the Marquette building, Chicago. 

T. H. Brown, cashier of the Life Insurance 
Company of Virginia at the home office, has 
disappeared, there being stated to be a dis- 
crepancy of $13,000 in his books. 

F. C. Campbell, formerly Minnesota state 
agent of the Provident Savings Life, becomes 
general agent of the Union Central at Detroit, 
taking offices in the McGraw building. 

C. H. McKunney, who was indicted last 
summer at Carthage, Tenn., for representing 
the Old Wayne Mutual Life of Indianapolis, 
has been fined $200, as it is unauthorized to do 
business in Tennessee. 

A banquet was given M. W. Connors by the 
agency force of the Equitable Life of New 
York at Detroit the other evening and he was 
presented with a loving cup. Mr. Connors 
recently resigned his position as manager. 


Joseph Horwitz, the well-known Chicago 
life insurance agent, who was formerly with 
the Union Mutual and then went with the 


Northwestern Mutual and later with the New 
York Life, has returned to the Union Mutual 
at Chicago under Manager Dale. 

The Reliance Life has received a check for 
$86,807 from Hon. W. C. Farsworth, the well- 
known corporation attorney of Pittsburg, it 
being on a single premium policy. It is a great 
capture for the company, which is making so 
splendid a beginning in the field. 

Stephen M. Conger and J. H. Dunn have 
been appointed special executive agents for 
the Security Life and Annuity Company of 
America for northeastern Pennsylvania, with 
headquarters at Wilkesbarre and Scranton, re- 
spectively, the former relinquishing the man- 
agership for New York of the Washington 
Life. 

A. S. Longenbaugh has been appointed as 
manager for Columbus and surrounding coun- 
ties by the Home Life, and will have head- 
quarters at Columbus. Mr. Longenbaugh was 
formerly general agent of the Equitable Life 
of New York at. Akron, and more recently 
was connected with the Mutual Life of New 
York at Columbus 

The Illinois Life has inaugurated a Decem- 
ber contest whereby prizes will be given to 
those who write and pay for in cash $5,000 of 
new insurance. For the first ten agents to 
send in one of the contest applications, ac- 
companied by the ex xamination, the company 
will pay a year’s subscription to any insurance 
ournal that is selected. 


Gilbert A. Smith, chief agency inspector of 
the New York Life in Chicago, will retire on 
January 1 to travel for his health. R. T. 
Holtz, the agency supervisor for the junior 
ranches in the Northwest, who has also been 
gency director to the Fisher building branch, 
vill succeed Mr. Smith. James A. Campbe'l, 
gency director from St. Paul, succeeds Mr. 
loltz. 

Irvin Zimmerman of Philadelphia has‘ re- 

igned the general agency of the Reliance Life 

f Pittsburg to accept the position of general 

uperintendent of the Security Life and An- 
uity Company of America, with headquar- 

rs at Philadelphia. Mr. Zimmerman has had 
xtended experience as a life underwriter, 


otably while in the employ of the Metropoli- 
n Life. and as manager of the Columbian 
‘ational Life of Boston. 














AMONG THE CASUALTY MEN. 


COMMENT ON 








LIABILITY CONDITIONS. 


Some Refiections on the General Business 
Situation and its Effect on the 
Underwriting Field. 


In commenting on the business conditions 
and liability insurance, the Maryland Casualty 
says in its company paper: 

“It is difficult to predict whether the field 
for the liability insurance solicitor will be, for 
the next twelve months, as fruitfully respon- 
sive to intelligent labor as it has been. In- 
dustries already established-may maintain and 
increase their output, but the unsettled condi- 
tion of the labor unions’ relations with em- 
ployers is a threatening factor. The starting 
of new industrial enterprises and the realiza- 
tion by formerly uninsured employers that 
they need liability insurance may offset, or 
more than offset, this adverse element. 

“Agents of the Maryland should not for- 
get that every new industry is a ‘prospect,’ 
being certainly uninsured, and that many old 
industries are also ‘prospects’ for the same 
reason. Such ‘prospects’ are by long odds 
better worth attention than to attempt the 
capture of business on the books of some 
other company. A common error among so- 
licitors is to swarm around the risks that are 
known to be insured, usually large ones, and, 
therefore, superficially attractive. The wiser 
agents hunt out the uninsured and make them 
their own, keeping their own counsel, and 
thus avoiding cut-rate competition. 

“Moreover, such business, being almost al- 
ways written at manual rates, is desirable not 
only for the present, but also for its effect 
upon the future. We are told that the wheel 
is bound to turn, and that the lean years will 
surely follow the fat ones. That is’ a safe 
prediction in the light of all the past. Just 
to what extent dull times will curtail the vol- 
ume of liability premiums is uncertain. One 
thing is sure—the conservatively managed 
companies, which insist upon rates adequate 
to pay losses and expenses, will be able to go 
steadily along with reduced premium incomes, 
if that be the unavoidable effect of industrial 
depression. And it is equally certain that 
under such conditions the companies which 
rely upon larger volume each year to take care 
of increasing and abnormally large loss ra- 
tios, resulting from cheaply written and badly 
selected business, will find the ‘bed too short 
and the sheet too narrow.’ When that time 
comes it will be interesting, but pathetic, to 
observers in comfortable quarters to note the 
distribution among the stockholders, agents 
and policyholders of the rate-cutting and 
loosely managed companies of the shreds and 
patches of bed and bedding.” 





MISUNDERSTANDING CAUSES POSTPONEMENT 

Through a slight misunderstanding the Ac- 
cident Underwriters Association of Cincinnati 
failed to convene at the time appointed on 
Tuesday afternoon. The meeting was to have 
been held in the directors’ rooms at the Union 
Trust & Savings Company’s building, but some 
of the members went to another room, and 
the mistake was not discovered until too late. 
An effort will be made to hold a meeting on 


next Tuesday. 


++ ++ 


APPOINTS CINCINNATI AGENTS. 


The Casualty Company of America has 
placed the sole agency for Cincinnati with 
Johnson & Humphreys. This firm is also act- 
ing as managers for Southern Ohio and 
Northern Kentucky for the Federal Union 
Surety. More spacious quarters have been 
secured in the same building in which their 
office has been heretofore. 

++ ++ 
OCEAN’S NEW HEALTH POLICIES. 
General agents of the Ocean Accident & 


Guarantee have been furnished with printer’s 
proofs of the new accident and health policies 
and the regular policies are expected soon. 











[he health policies have as a prominent | 


indemnities 
may be taken 


feature 
eases, 


specific 
which 
the assured in lieu of weekly indemnity. 
is expected to be an attractive feature, as under 


for specific dis- 
at the option of 
This 


it the assured may claim specific indemnity 
within ten days of the beginning of the illness, 
and settlement will made at once, thus 
furnishing money during the actual illness. 
It will make possible speedy adjustments and 
probably save the company money. 
++ a 
CASUALTY APPOINTMENTS. 
OHIO. 


of America—Johnson 
Charles LD. Gaylord, 
Fidelity & Casualty—W. B. Harris, Sylvania. 
Great Eastern Casualty & Indemnity—Thomas 
Thomas, Youngstown; Joseph F. Rebillot, Can 
ton; Wild & Middleton, Akron. 
New Amsterdam Casualty—M. L. 
City; S. Billingham, East Palestine. 
U. 8S. Casualty—William M. Weakley, 


be 


Casualty Co. 


alty - & Humph 
reys, Cincinnati ; 


Cleveland. 


cay 


Kinsey, Plain 


: Millers 
port. 
INDIANA. 


United Casualty 


Rockville. 


States William Hi. Dukes, 


MICHIGAN. 


Federal Union Surety, Ind.—L. F. Knowles, 
Bovne; C. B. Wardle, ionia. 

Metropolitan Plate Glass—C. °H. Lee & Son, 
Gladwin. 

National Surety—Tom Quinlan. Petoskey. 

New Amsterdam Casualty—D. H. Bricker, Beld 
ing; A. H. Swarthout, Detroit; P. K. Owens, 
Detroit; G, M. Trotter, Detroit: E. O. Kelley, 
Lansing. F 

North American Accident—M. BE. Wise, Detroit. 

U. 8S. Casualty—G. A. Berwin, Grand Rapids; 
W. H. Loomis, Grand Rapids; H. H. Tinkham, 
Grand Rapids. 

U. S. Health & Accident, Mich.—R. A. Clark, 
Grand Rapids; H. P. Hermance, Muskegon; A. 
Hopkins, Tustin. 

Grand Rapids Accident & Health, Mich.—G. A 
Baker, Grand Rapids; F. . Hastings, Grand 
Rapids; Hiram Harris, Pellston; Lee Hicks, Pell 
ston. 

Knights Templars & Masonic Mutual Aid, Ohio. 

B. M. Graves, Battle Creek 

Michigan Benevolent—G. B® Crowley, Hill 
man; Charles Burch, Midland: James Sheppard, 
Rose City; Chauncey Morningstar, Rose City. 

Michigan Health & Accident—C. W. Goodrich, 
tattle Creek; Wilford Cheever, Dundee: G. H 
Carl, Forest Hill; W. W. Watson, Fenton; A. E 
Haves, Hastings; K. P. Pettit, Otisville. 

Standard Benefit, Mich.—A. C. Young, Corunna: 
J. (, Baker, Central Lake; A. H. Kittredge, Caro: 
FE. A. Lane, Caro; Chas. Reed, Coopersville; G. A 
White, Spencer: Maguire Glougie, Twining: 
Austin Lawrie, Vassar. 

U. 8S. Aecident Asso., Mich.—J. T. Hood, Adrian. 

++ ++ 


WERE HOT AFTER BUSINESS. 

The employers’ liability companies in States 
where new into effect December 1 
were busily engaged in writing new business 
under the old to the first of the 
month. A canvass was made of all available 
prospects among 
would affected. Companies writing coal 
mining risks in Illinois and Indiana were suc 
cessful in closing quite a_ bit 
that line. 


rates went 


rates up 


those classes whose rates 


be 


of business in 


++ +t 


WILL DEVELOP THE OHIO FIELD. 

The Pennsylvania Casualty Company intends 
now to actively develop the Ohio field. This 
company has been meeting with considerable 
success in the territory which it 
and it will be welcomed in Ohio. Its premium 
dividend policy is the only policy issued which 
pays the assured a substantial cash dividend 
for the reduction of premium. It is attracting 
widespread interest among personal accident 
producers. W. K. Briggs, formerly 
agent for fire companies in Ohio, 
traveling special agent for the 
Casualty Company in Ohio. 


has covered 


special 
will act 
Pennsylvania 


as 


++ ++ 
MANY COMPANIES ARE OUTSIDE. 
The prospect for the Surety Underwriters 


Association of Chicago accomplishing very 
much in the business is not very flattering, on 
account of the companies that re 
maining on the outside. The American Surety 
AEtna National Surety, City 
United States Guarantee, the Guarantee Com 
pany of North America, Fidelity & Casualty, 
and Employers Liability are not in the associa 
tion, and there is no prospect of some of them 


large are 


Indemnity, Trust, 


entering. This leaves the three Baltimore 
companies, the Pacific Surety, Federal Union 
and the Title Guaranty and Trust Company, 
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as the main factors in the organization. The 
fight on the three Baltimore companies is al- 
ways pretty strong in a large city. The rea- 
sons for the outsiders not going in are several, 
the main ones being that the obligations will 
not be lived up to unless there is a good-sized 
forfeit deposited, and, second, that surety un- 
derwriting consists largely in making a rate 
for each special risk, according to the hazard. 

So far, only court and contractors’ bonds 
have been taken up. The officers of the asso- 
ciation expect the Fidelity & Casualty and Em- 
ployers Liability to join when fidelity business 
is reached, as that is about all they write. 

++ ++ 
RESULT OF THE NEW SYSTEM. 

The Fidelity and Deposit Company of Mary- 
land filed a motion on December 2 in the 
Franklin County (O.) courts in the case of 
Gertrude Scharchter, executrix, against 
Charles F. Myers, asking to be released from 
the bond of Edward B. Kurtz as receiver. The 
motion states that the company became surety 
for Kurtz in the sum of $50,000; that he has 
made no report since March 22, 1900, at which 
time he had a large sum of money and prop- 
erty in his hands. This case is an illustration 
of the practical workings of the new record 
system in the probate court of Franklin county, 
under which a surety company may have abso- 
lute knowledge of the acts of the fiduciaries 
for which it is security. 





CASUALTY NOTES. 


T. H. Mosher of Chicago, state agent of the 
United States Casualty, died a few days ago. 


2 . 
The Iowa State Traveling Men’s Associa- 
tion desires to be licensed as an insurance 
company under the Iowa laws. 


The Casualty Company of America, through 
Manager Shafer at Kansas City, has appointed 
Albert S. McGhee its representative at St. 
Joseph, Mo., and Pratt & Thompson agents in 
Kansas City, Mo 

It is understood the National Surety Com- 
pany canceled its entire liability on the Chi- 
cago Great Western Railway, with headquar- 
ters at St. Paul, and it was then placed in 
one of the Baltimore companies. 


The Illinois insurance department has ruled 
that the Physicians’ Defense Company of Fort 
Wayne, Ind., which issues a policy guaranty- 
ing physicians against suits for malpractice, 
comes under the insurance laws. 


A prominent Mansfield, O., insurance man 
writes: “The ‘Order’ of Cheveliers undertook 
to write health and accident business without 





any ‘ride the goat’ business. Local underwrit- 
ers went after them. Result—They quit.” 


The Illinois Health & Accident Association, 
which was started at Peoria, IIl., in the Mayer 
building, has already secured 1,500 policy- 
holders. The object of the association is to 
sell disability insurance at as small a cost as 
possible. 


The Union Surety & Guaranty Company of 
Philadelphia will hold a special meeting De- 
cember 16 to reorganize. Arnold Marcus is 
now in control. Its capital will be reduced to 
125,000 and a cash payment of $125,000 be 
made to the funds. 


The National Masonic Provident Associa- 
tion of Mansfield, O., has started to issue a 
new business men’s policy, under which it pays 
$24 a week for accident and all causes of sick- 
ness and $5,000 for accidental death, for a 
yearly premium of $36. 


The A£tna Life did fast work on an accident 
claim a few weeks ago. Samuel Hunkin, a 
prominent contractor of Cleveland, was killed 
in a railroad wreck on October 31. The claim 
was not presented till November 14. It was 
paid in just the time it took Manager W. G. 
Wilson to write a sight draft for $10,000 and 
hand it to the administrator of the estate of 
the deceased. 


A case has been in the courts at Park- 
ersburg, W. Va., for a year, in which 
the Travelers has sued L. J. Fristoe, its for- 
mer agent, for alleged unpaid amounts due it. 
Mr. Fristoe left the Travelers, where he had 
been representing it in Clarksburg, to take a 
position with the Aitna Life. The jury de- 
cided the case in Mr. Fristoe’s favor, it finding 
that his accounts were correct. 


Joyce & Ayres of Chicago, general agents of 
the National Surety, have captured the entire 
fidelity line of Nelson Morris & Co. The 
total schedule aggregates about $3,000,000 and 
may reach $4,000,000. For years this risk has 
been carried by the Employers Liability, and 
there was a strong effort made by several of 
the companies to secure this business. It is 
understood it was not a question of rate. 





ATTORNEY FULLENWIDER’S INSURANCE. 


Attorney J. A. Fullenwider of Chicago, who 
was shot by highwaymen a few days ago and 
afterwards died, was not unknown in insur- 
ance circles. He was one of the opponents 
of the raising of rates in the Royal Arcanum, 
and it was stated at one time he had an idea 
of promoting a life insurance company. He 
carried $5,000 accident insurance in the A£tna 
Life and $5,000 in the Preferred. It is pre- 
sumed that this insurance will be paid, al- 
though the companies have not investigated 


the case. The policies covered assaults from 
highwaymen with the attempt to rob. When 
Mr. Fullenwider was told to stop he began 
to run, and was shot by the desperadoes. It 
is hardly likely that the accident companies 
will make a fight over a technicality. 

In life insurance he carried the following in 
old line co — Penn Mutual, $12,000; 
Union Central, $5,000; Northwestern Mutul, 
$5,000; Phoenix Mutual, $3,000. He carried 
$4,000 in the .Royal League. 





CHICAGO CORONER’S STRIKING REPORT 





Tells About Accidents, Suicides and Their 
Causes in the Big City—Makes Some 
Recommendation. 





The annual report of the coroner at Chicago 
states that he is impressed with the number 
of suicides and crimes caused by the carrying 
of concealed weapons. Last year there were 
459 suicides, 359 deaths in railroad accidents, 
268 deaths by falls and 268 deaths by alchol- 
ism. There were 118 homicides, 120 deaths by 
street car accidents and one death by an auto- 
mobile accident. The coroner thinks that the 
track elevation of steam railroads has reduced 
the fatality at grade crossings. Outlying grade 
crossings furnish a large number of victims. 
A number of these crossings in towns outside 
of Chicago are not equipped with either lights 
or gates. Trains disregard speed ordinances. 

Hydrophobia claimed thirteen lives during 
the year and the coroner therefore recommends 
the removal of all stray dogs from the streets. 
Street car accidents have increased materially, 
most of them occurring in the summer when 
travel is heaviest. Many accidents are due to 
peor equipment on some of the lines. 

The coroner states that his office has been 
frequently called on to investigate the cause 
of death after the body has been embalmed. 
If the embalmer has used a fluid containing 
chloral, salts of mercury or arsenic, it is im- 
possible to determine definitely the cause of 
death. He states that in a large city like 
Chicago, where sudden deaths are occurring 
almost hourly, it would not be difficult for 
persons to commit murder and employ the 
embalmer’s art to hide their crime. He thinks 
it would be well to enact legislation compelling 
embalmers to use non-poisonous fluids. 

The coroner also calls attention to the grow- 
ing accidents from the Fourth of July pryo- 
technics. 








The Pennsylvania 
Company, 





CASH CAPITAL, $200,000. 
INCORPORATED 1899. 





OUR AGENCY MEANS TO YOU: 


A Top Notch Commission. 


A variety of policies with conditions reduced to a 
minimum, and bristling with the most attractive special 
benefits, supported by literature, artistic and catchy. 

A Company constantly on the alert to promote your 


interests. 





SCRANTON, PA. 


Casualty | GREETINGs. 








ACCIDENT, HEALTH AND LIABILITY INSURANCE. 
SEE OUR POLICY PAYING CASH PREMIUM DIVIDENDS. | 





| 
| 
M. G. NICHOLS, Supt. of Agencies. | 


Home Office: 52-54 William St., 


LIABILITY, 
BOILER, 
PLATE GLASS, 


Capital and Surplus, - 


ANDREW FREEDMAN, 
President. 


E. W. DELEON, 
Vice-Prest 


Casualty Company of America 


KUHN LOEB BUILDING. 


New York. 
INSURANCE; 

ACCIDENT, 
HEALTH, 
DISABILITY. 


$750,000.06 





MARSH, ULLIIANN & CO., Resident Managers {or Illinois, 


159 La Salle Street, Chicago. 





L. H. WEBB, State Agent for Ohio. 


GEORGE G. BROWN, Adjust 
Chamber of Commerce Building, CLEVELAND. 








NESS STEN 5» a 


rn ee rere ne rarer ere aceon een oe 

















uN TEO STATES BRANCS#. 
~ HARTFORD, Come 
GEORGE © KENDALA Bivccen 





esmgusin 
-FIRE: 
\ INSURANCE COMPANY, 


OF AIX-LA-CHAPELLE ,GERMANY. 


UNITED STATES BRANCH 
J NEW YORK. ¢ 


4, KELSey. want , 





















— 
The Indianapolis Fire Insurance Company. 


Capital paid up incash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secr.tary. 


Summary of Annual Statement, December 3ist, 1902. 


CD Siicsewiacadeckes cs 06esnbanb aver %eed $437,233.69 
Reserve for unearned premiums............ $127,779.30 
Reserve for unpaid losses ... ..........0.- 14,561.36 
Reserve for all other liabilities.............. 1,050.20 
Total liabilities except Capital Stock ....... $143,390.86 
COE NE <cnnsanssdincepnwanvennees .+++ 200,000.00 
Surplus over Capital Stock and all other liabil- 
RS eta ad Kpuedeeedenee aeaensend 93,842.83 
PE iad e 6 6 bie rib skn descend Hed: wodees $437,233.69 














The Columbian National Life 
Insurance Company, »s10» mss 


Incorporated under the 
laws of llassachusetts. 


PERCY PARKER 


> ° President 
WM. BUTLER WOODBRIDGE 


. and Vice-President 











Cc. H. BUNKER, President. FRANKLIN H. HEAD, Vice-President 
A, A. SMITH, Secretary. H. G. B. ALEXAN DER, 2nd Vice-Prest. and Gen. Mgr 


CONTINENTAL CASUALTY COMPANY, 


WRITES ALL FORMS OF 


Personal Accident 


and Health Insurance. 
More Than Four Million Dollars Paid to 
Policyholders, 
GOOD CONTRACTS IN GOOD TERRITORY TO GOOD MEN. 


Producers, Address—H. G. B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. 
134 Monroe Street, Chicago. 








NATIONAL LIFE INSURANCE COMPANY 


OF THE UNITED STATES OF AMERICA 


LOUIS G. PHELPS, President 
CHARTERED BY THE UNITED STATES GOVERNMENT IN 1868 


Full paid capital ONE MILLION DOLLARS. 

An honorable record of 35 years. Over $7,000,000 paid policyholders. 
Insurance in force $40,000,000. All the approved forms of regular life 
policies, some of which may well be termed leaders. 

Men with clean records desiring a connection with a company that 
will help them help themselves are invited to address, 


P. M. STARNES, Vice-Pres. and Gen. Mgr. 
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Federal Fire Underwriters 


OF ILLINOIS, 


ISSUE NEW YORK STANDARD FORM OF POLICY. 
LIBERAL AMOUNTS PLACED ON SPRINKLED RISKS. 


Surplus Lines Solicited and Placed 


at Tariff Rates. 


L. H. COSLINE, Atty. and Mer., 
New York Office, 100 William St. 342, 159 La Salle St, Chicago. 
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SURPLUS LINES. 
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SEND US YOUR SURPLUS LINES TO PLACE, 
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We use only the most reliable companies 
and associations and make a specialty of 
Telegraphic binders. 


_ Bremer, DuFour, Ring & Pinkney Co. 








} 
90 William Street, e+ « NEW YORK. 
= 





CASUALTY 
AND 


SURETY CO. 


Union St. Louis 


Accident — Health — Plate Glass 
Insurance. 





Losses Paid in 10 Years, - $3,147,000 





VACANCIES IN EVERY STATE FOR 
GOOD, RELIABLE MEN. 














MEN 
To open, contro] and develop ter- 
MUTUAL LIFE 
INSURANCE COMPANY 
OF ILLINOIS. 
CHICAGO, ILL. 


AGENCY 
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ritory under permanent Renewal 


Contracts. 


Merchants Loan & Trust Bidg., 
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OFFICERS: 
ALEXANDER D. HANNAH, Prest. 

’ DAVID HOGG, Vice Prest. & Treas. 
A. W. HANNAH, Asst. Treasurer. 


‘Ye Salish Katina [nsurannee Qanpanay 








DIRECTORS: 
ALEXANDER D. HANNAH. 
DAVID HOGG. 

JULIUS KESSLER. 

W. L. DOGGETT. 

JOHN G. CAMPBELL. 




















JOHN C. EVERETT, Secretary. b _— HOME OFFICE: ny .: Aen 8. SS EDW. F. KEEFER. 
ti a INCORPORATED UNDER THE LAWS OF ILLINOIS. LICENSED APRIL 14, 1903. SURE S. SHUREET. 
Cash Capital, - - - - $400,000.00 
NEWBURGER cO., Cash Surplus, - - - - 50,000.00 Psa Set, 
MANAGERS. Cash Assets, - - - - - $150,000.00 CHICAGO. 
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HANDLERS OF ALL KINDS ef 


FIRE and MARINE SALVACE. 














PRINCIPAL OFFICE : SOUTHERN DEPARTMENT : 
Nos. 207 and 209 No. 1005 
MADISON STREET, WASHINGTON AVE., 
CHICACO. ST. LOUIS. 
LONG DISTANCE TELE. 1. F. SMALL, Superintendent 
a PHONE, MAIN 276. BELL TELEPHONE, 3081. 








PITTSBURGH LIFE. 
and TRUST COMPANY 


W.HOWARD NIMICK, President. P.T.F. LOVEJOY, ist V. President. 
WM. C. BALDWIN, 2nd Vice-President and General Manager. 


Managed by Suecessful Life Insurance Men and 
Backed by the Strongest Business Men finan 
ctally in Western Pennsylvania, : d is 


Contracts direct with the producer. No general agents. No mid- 
dle men. The man who produces the business gets the pay. 


RENEWALS ABSOLUTELY NON-FORFEITABLE. 


Address Wm. C. Baldwin, and V. Pres. and Gen’l Mgr. 
Keystone Building, - ; PITTSBURG, PA. 








THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL . . + « -« 


ASSETS 


$200,000 
‘ 460,536 


SURPLUS TO POLICYHOLDERS . . . 236,382 


JUDGE M. DONNELLY, President. 


F. D. PRENTICE, Vice-President. 


WILLIAM WOOD, Secretary and General Manager. 








RELIANCE 


LIFE INSURANCE COMPANY | 
of Pittsburgh, Pennsylvania 












JAMES H. REED, President is 





SURPLUS TO POLICYHOLDERS 
$2,000,000.00 


Managers and strong individual life underwriters seeking 
territory 


Address A. F, MCDONALD, 34 Vice-Pres. 












THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY, 


OF ST. PAUL, MINN. 


Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
rates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 


T. R. PALMER, President. 
J. A. O'SHAUGHNESSY, 2d Vice-President and Field Manager. 
DOUGLAS PUTNAM, Secretary. 

H. W. COCHNOWER, Assistant Secretary and Actuary. 














